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How Inland Cities have Seaboard service 


Though you’re doing business a thousand miles inland, 
your bank, today, may have all of the advantages of a 


location in the world’s busiest seaboard cities. 


Through its carefully chosen representatives scattered 
over the world, the Seaboard National Bank can furnish 
you with reliable credit information about domestic and 
foreign concerns, investigate domestic and foreign markets, 
open commercial and travelers’ letters of credit, or give 


you disinterested information on investments. 





The Seaboard National Bank 


OF THE CITY OF NEW YORK 


Main Office: BROAD AND BEAVER STREETS 
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Why Climb Into Your Vault? 


In accordance with the designs of the most eminent bank vault engineers, and adopted by the larger 
Federal Reserve Banks, NATIONAL has long taken the lead in making available PLUG TYPE BANK 
DOORS in all sizes. Their greater protection combined with the easy passage to vault from bank- 
ing room is an advancement comparable to the modern store entrance over the old step-up type. 


Outstanding Features of National 
Plug Doors , 


Polished Steel Yale& Towne com- 
Hinges. * bination and time 


Plated finish plates locks. 
in vestibules. ~ Guaranteed weights 


Oversize castings in 


* reflecting superior 
massive construction. 


Individually orna- 9, ee ot. it 


mented bolts. : ; 
oe gainst any burglarious 
Positive easy opera- penetration. 


ting gear bolt work. 1 No advances- on Ten Inch Plug Door 


compressor system. 





Seven Inch Plug Door : I 
Round Cornered to preserve Oil tubes to all oper- * contracts until Taking lowest insurance rate and 
striking beauty so necessary on i t k is deli d at a price below that demanded for 
a door of this thickness. ating parts. work Is delivered. much inferior competitive doors. 
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Twelve Inch Plug Door 


National's fastest selling door, for banks desiring a 


Special 16 Inch Plug Door 


dazzling show door with its twenty inches on edge. Has 40 inch wide clear opening. Ideal for 
Standard 16 Inch Plug Door large safe deposit vaults. 


24 inches on edge. Dwarfing in ap- 
pearance competitive doors cost- 
ing thousands more. 





National 30 Inch Main and Emergency Plug Doors 


Being used in central Reserve cities 


Checking corner card below will bring you a 40-page booklet displaying modern installations and 
details on anything you are interested in. No obligation involved as we gladly furnish both. 


ESTABLISHED 1883—45 YEARS AGO  __(w aw 8 OH ee eae are wre er er 1 


THE NATIONAL SAFE he stneeenen este nab Ooemeeuiagns 
AND Lock COMPANY 


1 

' 

| 2345 E. 69th St., Cleveland, OHIO 

| Gentlemen: 

| 
GENERAL OFFICES—2345 EAST 69th STREET | 

| 

| 

| 

| 

| 


We want, without obligation, complete 
information concerning: 


| 

| 

I 

| 

WORKS—EAST 69th TO 70th ST., AND PENNSYLVANIA R. R. OC Send 40-Page Booklet . 
| 

| 

| 
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CLEVELAND, U. S. A. 
New York Office Chicago Office Los Angeles Office 


388 Broadway TOWER BLDG. BALDWIN & BURKE SAFE CO. 
6 N. Michigan Ave. 1429 S. Los Angeles St. 


SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES 


OBank Vault Doors (1 Fireproof Vault Doors 
ODaylight Robbery (Mirrored Partitions 
DC Vault Linings DC Chests 

0 Grille Partitions C2 Paneled Ceilings 

C Safe Deposit Boxes (Vault Lockers 

1 Vault Svstematizers (Fireproof Safes 
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You can make money for your bank by reading 
at least those articles marked with a >. 
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Our Economic Machine Better Than Ever Before 
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... kK SJecuring even wider 


CONTACTS ABROAD for 


correspondent banks 


ACH having many 
thousands of direct connections with banks and business houses all over the — 
world, each being in close and constant touch with business conditions abroad, 
both the Illinois Merchants Trust Company and the Continental National 
Bank and Trust Company of Chicago have for many years been providing 
an unusually capable and comprehensive foreign banking service. <» Upon 
the uniting of these two banks as ContinenTAt Ittinois Bank anv Trust 
Company, correspondent banks and bankers will definitely benefit from the 
joining together of the resources of two great foreign banking departments— 
resources in organization developed through years of experience, resources 


in contacts with foreign banking and foreign business. 


ILLINOIS MERCHANTS. 
TRUST COMPANY 


Resources Over 45 O Million Dollars 


CHICAGO 
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Is Yours Ordered? 


1928 was a record breaking year 
for the 


RAND MSNALLY BANKERS DIRECTORY 
The Bankers Blue Book 


90% 


of the banks subscribing to a bank directory 
now buy and prefer the Blue Book. 


A New Edition—corrected to January, 1929— 
will be out next month. Every copy produced 
will be based on advance demand. Is yours 
ordered? It should be, at once, if you want 
to be sure of getting it. Use the blank below. 


RAND MSNALLY & COMPANY 
536 South Clark Street 
Chicago 


Gentlemen: Produce a January, 1929 Bankers Directory (Blue Book) for us and send it, 
carriage paid, as soon as issued. Then bill us $15.00. 
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to Protect Your 
Clients’ Funds 


During the last five years, 12,635 
people have reported the loss or 
theft of American Express Trav- 
elers Cheques amounting to nearly 
two million dollars. In every case 
where theTravelersCheques were 
uncountersigned or not exchanged 
for value, full refund was made to 
the original owner with a mini- 
mum of delay. But for this pro- 
tection, most of the two million 
dollars would have been irretriev- 
ably lost. 

How much actual cash do you 
estimate was lost or stolen during 
this period because travelers failed 
to carry Travelers Cheques? 

The American Express is not 
satisfied, however, with the mere 
safeguarding of its clients’ funds. 
It operates a widespread Secret 
Service organization which, in the 
past five years, has caused the arrest 
and prosecution of 1,070 persons 
for theft and fraudulent negotia- 
tion of American Express paper. 


Thus, side by side with the Law, 
the American Express, through its 
representatives, is eternally vigilant 
to keep its paper inviolate. When 
your clients withdraw money for 
business or vacation trips, they will 
be glad to know of this far-reach- 
ing, ironclad protection that is au- 
tomatically theirs when they con- 
vert their money into American 
Express Travelers Cheques. 


rnd penalty 


ERICAN 


EXPRESS 
Ura 


velers cheques 


Steamship tickets, hotel reservations, itin- 
eraries, cruises and tours planned and 
booked to any part of the world by the 
American Express Travel Department 
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VERY banker has wrestled with 
the problem of holding his senior 
clerical and junior official employes 
against the competition of more re- 
munerative jobs outside of banking. 
The correct solution of the prob- 
lem would be to meet it on the logical 
grounds of compensation equal to 
that offered by outside competitors 
for the service of the individual of a 
given caliber. This would require, 
however, that all banks cooperate in 
a schedule of salaries commensurate 
with the capacity required to fill the 
position, and that banks generally 
exact service toll from their clients 
sufficient to bear this added burden. 
Meanwhile, the things 
that can be done to tide men of ex- 
perience and capacity across the long 
waiting period to the role of senior 
officer, which is still not as well com- 
pensated as in many other lines of 


some of 


endeavor, are briefly suggested 
below: 
Title. It is human instinet 


e to want to appear to be getting 
along in the institution and the eare- 
ful use of titles, such as assistant 
manager, assistant treasurer, assist- 
ant cashier, assistant vice president, 
assistant to the president, and so on, 
will do much to create a feeling that 
advancement is taking place, even 
though the salary may not follow 
suit. 

Bonus. If in addition to the 

e regular compensation, certain 
men, including the department heads 
and junior officers, are allowed to 
participate in a bonus, the amount 
of which will represent to some de- 
gree, the measure of their usefulness 
or productivity in the organization 
for efforts exerted over and above 
that contemplated in their salary 
allowance, the bonus may become a 
helpful factor in retaining good em- 
ployes. 
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How To Hold Employes 


Two bankers make 
that 
the result of 


suggestions 
are 


their experience 


Profit Sharing. Instead of 

e a bonus, if a regular profit 
sharing plan is set up and worked 
on a similar basis suggested for 
bonuses, some good results may be 
achieved. However, there are some 
objections on the other side to profit 
sharing plans which are worthy of 
consideration. 


A Group Insurance and Pen- 
e sion Funds. By a grad- 
uated plan of insurance in which 
the bank participates and ear- 
ries a certain part of the premium 
burden, with liberal maximum ecov- 
erage on the senior men, some good 
results are obtainable. 
5 Stock Interest. Nothing is 
e so vital in holding the in- 
terest and spurring the energies of 
individuals as the instinetive urge 
of proprietary interest. Any plan, 
therefore, that allows the senior em- 
ployes to buy stock of their bank on 
easy terms of payment will do much 
to cement their interest and perpet- 
uate their relation to the institution. 
Further than this, little can be done, 
except in council with individuals 
who contemplate leaving for minor 
difference in immediate compensation 
by emphasizing to them the prob- 
ability of their later regretting the 
move. It is a significant axiom that 
a rolling stone gathers no moss, and 
many individuals are hesitant to run 
counter to this principle if it is point- 
ed out to them.—J. U Lademan, vice 
president, Second Ward 
Bank, Milwaukee, Wis. 
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Profit Sharing With Bank 
Employes 


The following is a description of 
a profit-sharing plan used by The 
Bank of Baton Rouge, Baton Rouge, 
La. as supplied by Eugene Caze- 
dessus, vice president. 

As long as the present high cost of 
living continues, and as long as—in 
the opinion of the board—the earn- 
ings of the bank justify such action, 
the bank will set aside for its stock- 
holders or distribute to its employes, 
its yearly net profits at the end of 
each year as follows: 

Ist. $45,000 for the stockholders 
(equal to a dividend of 18%). 

2nd. <A distribution to employes, 
payable on or before January 15 of 
the following year as follows: 

(a) Employes of five years and 
over; 15% of the salary received 
during the previous 12 months; 

(b) Employes of three years and 
over; 15% on 80% of the salary re- 
ceived during the 
months; 

(c) Employes of two years and 
over; 15% on 70% of the salary re- 
ceived during the 


months ; 
(d) Employes of one year and 
over; 15% on 60% of the salary re- 
during the previous 12 


previous 12 


previous 12 


ceived 
months ; 

(e) Employes of less than one 
year; 15% on 50% of the salary re- 
ceived during the previous 12 
months ; 

3rd. Then, alternately, $10,000 to 
stockholders (equal to a 4% div- 
idend, and 2% to employes on same 
basis as set forth above, until the en- 
tire net profits for the year are thus 
consumed. 

No employe shall be entitled to 
any part of this special compensa- 
tion if he, or she, shall be no longer 
in the employ of the bank. 
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OTE . .. . note notice and tickler . . . . Note 
and Discount Register. Then, Liability Ledger 
and Journal .... accurately ....in detail....in a frac- 
tion of the time... . on a Remington. 


The Remington 23 Front Feed Bookkeeping ma- 
chine has replaced the pen in the Loan and Discount 
Department. Because Remington simplification is re- 
sponsible for greater speed . . . . your register and ledg- 
er are posted the same day, by 4 P. M. No waiting until 
tomorrow for the ledger to be brought up-to-date. 


The Remington Front Feed entry writes, posts, de- 
tails, distributes and proves in one operation . . . .com- 
bines your various records . . . . chronologically ar- 
ranges their successive steps. 


The Loan and Discount Department is the “business” 
department of the bank. On its Efficiency and Economy 
the very future of the bank might hinge . . . . on its far- 
seeing and progressive methods. And that’s why this 
Remington dovetails so precisely with its needs. 


But to appreciate it you have to see it performing 
your own work. The coupon will bring one of our rep- 
resentatives to you, or if you prefer, write for Account- 
ing Methods folder No. 10. You incur no oem 
by this action. 


Remington Accounting Machine Division 


Remington Rand Business Service Inc., Buffalo, N. Y. 


Branches in all principal cities 


Remington Rand Business Service Inc., Remington Rand Building, Buffalo, N. Y. 


Dear Sirs: 


I am interested in the Remington Front Feed Bookkeeping Machine for the Loan and Discount Department. 


your representatives call. (] Please mail me a copy of Accounting Methods Folder No. 10. 


Name 


Name of Bank 


City County 
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Detroit 








1928 COST OF MATERIAL PURCHASED 
BY INDUSTRY $2,000,000,000 


1929 FACTORY PAYROLL WILL 
EXCEED $600,000,000 


8 Readers will confer a favor by mentioning THE FEBRUARY, 


A super-central location with 
regard to both raw materials 


and markets .. . unusual 
transportation facilities .. . 
and favorable labor conditions 

. these are the reasons 
for Detroit's past accomplish- 
mentsand the foundation upon 
which is based its assurance 
of future greatness. These 
features have resulted in the 
past in a wide diversification 
of industry and a healthy 
growth for the individual 


y) aN 


1928 VALUE OF MANUFACTURED 
PRODUCTS OVER $3500,000,000 


O 
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firmsin this area. This forward 
trend is still present today and 
gives every indication of con- 
tinuing into the future, bring- 
ing an influx of leaders in new 
fields whose growth will be 
reflected in the growth of the 
whole territory. 


Our experience and intimate 
contact with Detroit's growth 
have equipped us to serve man- 
ufacturers or bankers who are 
interested in the Detroit area. 


(Union Gust Company and The 


National Bank of Commerce 
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he said. 


(set Business 


And You'll Get Ahead 


i EANS for promotion are placed 

within the reach of all employes 
in our bank and likewise in the av- 
erage bank,’’ began the president. 
**There always has been and always 
will be the one dependable ladder of 
promotion extending from the em- 
ploye’s position to a place on the of- 
ficers’ platform. Many times it is a 
slow means of advancement and re- 
quires more patience than the av- 
erage young man possesses. 

Here are some of the rounds in the 
ladder: skill and thoroughness ap- 
plied to the job at hand, ability to 
concentrate attention and solve prob- 
lems by thinking, efficient work, keep- 
ing in mind economy of time and 
materials, familiarity with the re- 
quirements of the job ahead, ability 
to make suggestions. 


An employe must, of course, be 
honest and dependable—the promo- 
tion structure is built on this founda- 
tion. And all through the employe’s 
contacts with the public as well as 
with his associates, courtesy and 
cheerfulness must be interwoven. 

In many ways, banking is similar 
to any other business. People like 
to go where they are well treated. 
To give customers efficient service 
pleasantly is an employe’s winning 
eard at any time and in any bank re- 
gardless of the institution’s size. 

We old timers came to our posi- 


This article should be placed 
in the hands of every 
employe of your bank. 
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HERE are 25,000 and more bank 

president’s chairs—all filled. These 
25,000 chairs are viewed daily from 
varying distances by at least a quarter 
million pairs of eyes belonging to as 
many bank employes who are more or 
less ambitious. 


I asked a president who has been- at 
the head of a successful bank for nearly 
half a century, to tell me what an am- 
bitious bank employe can do to win 
promotion without waste of effort and 
time, and I have set down here what 


Cc. E. AURACHER 


Assistant Cashier, Cedar Rapids Savings 
Bank & Trust Co. 


tions by hard work directed along 
the lines [ have just mentioned. 
These same rounds are still in the 
ladder of promotion. But I some- 
times envy the young men of today 
beeause of the added opportunities 
for promotion that have been placed 
within their reach. 

It is rather surprising but true, 
that many bank employes think they 
have done all that is required of 
them when they have earned their 
salaries. They are the fellows who 
mark time; few are promoted from 
this class. Their attitude toward 
their jobs does not approve of the 
bank making a profit on their work. 

Here is a faithful, efficient em- 
ploye, perhaps a bookkeeper or a 
clerk in the transit department who 
could with very little effort influence 
































some of his friends and acquaint- 
ances to open accounts with his bank. 
The bank will make a profit on this 
business, so why, he thinks, should 
he make the extra effort to get the 
business. 

Many employes are not sufficiently 
foresighted to see that each step in 
the growth of their bank offers ad- 
ditional opportunities 
for promotion, or that 
the employe who is in- 
strumental in his 
bank’s progress and 
growth is ina preferred 


Such men assume responsibilities ; 
they make competition for the em- 
ployes in line just ahead of them. I 
tell my people here in the bank how 
I carried home an armful of the 
bank’s books and often worked over 
them until midnight. That was be- 
fore the days of the adding and book- 


keeping machines. The impression 


Five Secrets In The Magic 





sure way, almost entirely slow. 

In recent years, one cannot help 
but observe the marked changes in 
bank management. The situation is 
decidedly different now than when [ 
started in the early eighties. You 
hear and read today about the early 
banker of 40 or 50 years ago who 
lived in a frozen atmosphere. Bank- 
’ ers were human beings 
then as now. 

You will find here 
and there today a bank- 
er as cold as the marble 


ssl wainscoting on the 
position when the sub- { GC ° P walls of his bank’s 
ject of promotion is O etting romoted lobby, just as there 
considered. It is the were bankers a_ half 
extra work he does, century ago who greet- 
over and above that 1. To give customers efficient service 


which the bank actually 
requires of him in his 
present job that leads 
to his advancement. 

When an _ employe 
merely earns his salary. 
he works for the bank: 
when he more 
than his salary, he 
works for his bank and 
also for himself. 


earns 


He may not get paid 
for this extra work at 
the time, but he is re- 
warded sooner or later. 
Even the bank for 
which he is working 
may not pay him im- 
mediately for the extra 
work, but he is a valua- 
ble employe neverthe- 
less; he is developing 
his ability. Someday 
an offer will come to 
him from another bank or a firm in 
another line of business to aecept a 
better position. men are 
sought continually by all forward- 
looking banks. 


Good 


I have vet to see an instance where 
an employe who grows does not re- 
fleet some of that growth in the pro- 
gress of his bank. 

As I look back over the years, I 
can see men who mounted the pro- 
motion ladder, step by step, by put- 
ting in extra time outside of bank- 
ing hours in the study of the busi- 
ness. They gave an extra bit of 
time, attention and thought to their 
work and were rewarded, not entire- 
ly by reason of knowing more about 
their work and doing it better but in 
part because of their initiative and 
power to develop their ability. 
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pleasantly is an employe’s winning card. 


2. The person who thinks he is through 
when he has earned his salary is seldom 
promoted. 


3. Some employes are not sufficiently fore- 
sighted to see that each step in the growth 
of the bank offers them additional opportuni- 
ties for promotion. 


4. He who is instrumental in his bank’s 
progress and growth is in a preferred position 
when the subject of promotion is considered. 


5. When you merely earn your salary, you 
work for the bank; but when you earn more 
than your salary, you work for yourself as 
well as the bank. 





made upon their minds does not 
seem to be deep enough to last long, 
or they fail to make the application 
to their work today. They think 
times have changed, which is true. 
3ut there is now other work outside 
banking hours for the ambitious em- 
ployve. Those who apply themselves 
to this work invariably advance on 
the promotion ladder. 

My personal method of getting re- 
sults has always been to concentrate 
on one piece of work to the exclusion 
of all else. This finished, forget it. 
Then my mind is clear to consider 
what comes next. 

Most bank employes leave their 
promotion entirely in the hands of 
the bank’s officers. To depend upon 
length of service alone for salary ad- 
vance and promotion is the slow but 


ed the public with a 
warm handshake. 


~~Today, every bank 
wants more business, 


and the big problem is 
how to get more busi- 
ness at a profit. I want 
to suggest this slogan 
for all bank employes: 
‘Get business and 
you'll get ahead.’ 

In these six words 
are the seeds of ad- 
vancement that can be 
made to germinate 
and produce a harvest 
that will open the eyes 
of the employe’s as- 
sociates. The fine thing 
about this means to win 
promotion is that it is 
open to any employe of 
the bank. 

Furthermore, the 
sourees for new busi- 
ness are not confined to non-custom- 
ers of the bank. A bank’s customers 
are its best prospects, since the 
majority use only one service or de- 
partment. These present customers 
will use other services if someone 
will tell them about the many ways 
they can make their bank useful to 
their interests. Invite new business 
and you'll get it. Keep on inviting 
it if it does not come at once. 

When it is said of a bank employe: 
‘He’s a getter,’ he is a 
marked man; marked for promotion. 
His efforts and work are soon 
brought to the attention of the bank’s 
officers. 

I think we have in a way solved 
the promotion problem in our bank 
by making one of the requirements 
of advancement a consistent record 


business 
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for getting new business, along with 
the employe’s regular work. In 
other words, we have our employes 
understand that their work is not 
only to serve customers at the tell- 
ers’ window, at the adding machine, 
in the bookkeeping or transit depart- 
ments, but also to help make the 
bank grow by keeping present cus- 
tomers satisfied and adding new cus- 
tomers. 

Thus, we have opened an addi- 
tional avenue for promotion by giv- 
ing employes an opportunity to be- 
come more valuable to their institu- 
tion. The employe with ambition 
ean forge ahead rapidly. He is en- 
couraged to do so; in fact, plans and 
methods are devised and placed at 
his command in order that he may 
solicit business. 


Better Work Inside The Bank 
Is The Result 


At the same time, the employe who 
does work for new business and is 
rewarded by advancement, exerts a 
favorable influence upon his as- 
While this feature is a 
direct benefit to the bank in the way 
of new business, the employe also 


sociates. 


receives benefits of a personal nature 
which help to fit him for promotion. 

The employe who goes out after 
new business for his bank must neces- 
sarily make some promises to the 
prospect, just as our advertising 
makes promises. He will take it 
upon himself to see that every 
promise is turned into performance. 
The result is that he takes more pride 
in doing his work well inside the 
bank. 

Personal solicitation of business 
develops personality. The employe 
learns to meet people. His acquaint- 
anceship grows. At the same time, 
he must familiarize himself with the 
different services offered by his bank. 
He meets problems from the cus- 
tomer’s angle and —W— 
often can make sug- 
gestions for the im- 
provement of his 
bank’s service. 

The employe sells 
his bank through 
himself to the pub- 
lic; by doing so, he 
keeps selling himself 
to his bank just as 
he sold himself to the bank’s officer 
when he applied for his job. He 
helps his bank to grow by getting 
new business through his personal 
efforts, and grows with his bank. He 
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Concentrate on the 
work in hand 






\ Get Business | 


= Develop skill and 


thoroughness 


Employe 


The Ladder of 


Promotion 


becomes a necessary 
part of a more sue- 
cessful institution. 

‘Get business and 
you'll get ahead,’ is 
the slogan that we en- 
deavor to keep before 
all of our employes. 
They have come to 
realize that it is a good slogan as 
every time we add a new department 
or enlarge another, which has taken 
place frequently by reason of em- 
ploye cooperation, there are open- 
ings made for employes to step up 
into better positions.’’ 


One Way To Make Trusts 
Profitable 


-Let us have ample low-cost space 
and earefully-trained personnel to 
whom is given every reasonable 
mechanical aid. But more than any- 
thing else, let us realize that the 
main cost of doing a piece of trust 
business is in the time of our officers 
and employes and that the question 
of whether the particular business is 
done at a high cost or a low cost de- 
pends primarily on whether the 
hours of work put in upon it are 
high-cost hours or léw-cost hours. 

This is one of the difficult prob- 
lems of administration and is a sub- 
ject for constant consideration. 

It is a perfeetly natural and a per- 
fectly human tendency on the part 
of our customers, feeling as they do 
the importance of their own affairs, 
to insist that they should be attended 
to by the highest officials in the de- 
partment. 

In the great majority of cases, 
their affairs don’t need such atten- 
tion, and the amount of service which 
a given personnel ean _ profitably 
render, the amount of profit which 
the department can realize from a 
given volume of business will depend 
to a very large measure on the extent 
to which that business can be pushed 
in the organization from higher-to 
lower-cost hours of work. 

The trust business is a business 
than which there is no finer. It is 
of a sacred character, requiring it to 
be administered with the highest de- 
gree of skill, care and fidelity. No 
business offers greater possibilities 
of growth. And finally, when prop- 
erly carried on, it will yield a full 
margin of profit—John C. Mechem, 
Vice President, First Trust & Sav- 
ings Bank, Chicago. 
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How The President May 





Supervise New Business Effort 


BANK must go after new busi- 
ness in the same spirit, if not in 


quite the same way, as any other 


business house. The bank executive 
who is responsible for the manage- 
ment and the extension of its opera- 
tions can well afford to bear in mind 
the methods adopted by the heads of 
manufacturing concerns. Such men 
—and a good many of them are bank 
directors—must watch production 
costs, but their major interest lies in 
distribution. They take peculiar 
pride and pleasure in broadening 
their markets. They guard jealously 
the quality of their products so that 
they may enjoy the larger sales which 
eall for increased output and result 
in larger profits. 

Bank executives today are work- 
ing more and more along the same 
lines, and they are finding that this 
policy results in a phase of banking 
endeavor which is more interesting— 
indeed, more truly fascinating—than 
any other which their years of bank- 
ing experience had brought to them. 

And this should oceasion no sur- 
prise. Building up the bank is by 
far the most important of the duties 
of the bank executive. In fairness 
to himself and to his employes, he 
should clear his desk of the routine 
which too often clogs it, turn over to 
his subordinates such detail as they 
are qualified to handle, and devote 
a larger proportion of his time to 
this all-important work. 

The executive will naturally de- 
sire to retain complete control of all 
advertising expenditures and to ex- 
ereise a general supervision over 
policies. However, advertising the 
service of a bank, like advertising 
the product of an automobile fac- 
tory, calls for specialized training 
and experience. Like the automobile 
manufacturer, the banker should 
avail himself of the counsel of some- 
one who has that training and ex- 
perience and he must manifest such 
faith in that counsel as to permit of 
effective work. 

In a surprising number of cases 
the bank executive will find that al- 
though he knows his own institution 
best, the very fact that he is himself 
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By FRANCIS R. MORISON 


Financial Advertising Counsel, Cleveland 


Order of Discussion 


for Directors’ 


Meetings 


As used by the South 
Side Trust and Savings 


Bank, Gary, Indiana. 


1. Insurance and rental 
department. 

2. Insurance volume and 
special items. 

3. Rental business. 

4. New’ agencies’. or 
changes of note. 

5. Loan, trust and for- 
eign departments. 

6. Mortgage loans—vol- 
ume made and sold. 

7. Large loans or bond 
issues under consideration. 

8. Past-due or foreclosure 
items. 

9. Trusts undertaken. 

10. Wills naming bank as 
executor. 

11. Foreign department 
operations. 

12. General condition of 
bank. 

13. Commercial opera- 
tions. 

14. Earning status. 

15. Condition of reserves 
and liabilities. 

16. Large loans. 

17. Past due loans and 
suits. 

18. Insurance on bank, 
surety bonds, etc. 

19. Savings department. 

20. Safe deposit and 
building rentals. 

21. Personnel and salary 
matters. 

22. In rotation, take up 
operations of departments, 
having head of department, 
or assistant, state recent 
developments and program. 





a part of the institution prevents his 
seeing in it those features best eal- 
culated to win publie approval and 
attract new business. 

Every bank ought to grow. De- 
positors entrust their money to a 
bank because they believe in its man- 
agement. Stockholders elect diree- 
tors in whose integrity and business 
judgment they have confidence. 
lvirectors select a president, not only 
to take care of business already on 
the books, but also to build up a 
bank. When the bank grows, the 
president gets the credit, not only 
from his associates within the insti- 
tution, but also from the whole com- 
munity. If the bank fails to grow, 
the president is held responsible. 

Under the circumstances, it cannot 
be surprising that the institutions 
which advance most rapidly are the 
ones in which those who are at the 
helm insist upon efficiency in adver- 
tising as well as in the other phases 
of the bank’s activities. 


Speech Making Epigrams 

By Watter B. WEISENBERGER 

President, Chamber of Commerce, St. Louis, Mo. 

The best speech is the shortest one. 

Many speeches are ruined in the 
first paragraph because the speaker 
lacked poise and 
was in a hurry 
to start. 

Speech mak- 
ing of the mod- 
ern type = ap- 
plied to business 
and civic affairs 
is just as vital 
as when Demosthenes and Cicero 
swayed the multitude. 

Speakers with empty stomachs 
and at least semi-full heads and an 
audience with full stomachs make an 
ideal combination for a speech. 

Personal enthusiasm is not enough. 
A speech maker must be able to 
transmit it to others. 

It is so easy to talk and so difficult 
to say something. 

Always butter the meat of your 
speech with a few stories. 

Old stories are the best. 





W. B. WEISENBERGER 


BANKERS MONTHLY FEBRUARY 1929 











How We Get Customers 
To Talk Trusts 


By W. S. GUILFORD 


California National Bank, Sacramento 


WO signs, which start cus- 
tomers asking questions, 
furnish this bank with an op- 
portunity to discuss its trust 





“THIS is one of our best customers, but I’ll bet that he has 
never made a will, and that he has never thought of what is 
likely to happen to his widow if he should ‘kick off’ tomorrow.” 


66 HAT do those two signs you 

have on your desk mean, 
Joe?’’ asked a customer, as he sat 
down to talk with Joseph F. Azevedo, 
vice president of the California Na- 
tional Bank, at Sacramento a few 
days ago. 


He referred to a brass plate which 


reads ‘‘Do You Know What Our 
Trust Department Can Do For 
You?’’—and a white ecard which 


says: ‘‘I Have Made My Will and 


Named the California Trust and 

Savings Bank My Executor’’—this 

one signed by Mr. Azevedo. 
‘‘Well,”’ was the reply, ‘‘these 


little signs are intended to do just 
what they have accomplished—to 
make you and hundreds of our 
other good customers bring up this 
subject so that we can discuss it. 
‘<Just a minute—here’s Guilford 
now—lets talk about it some,’’ con- 
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tinued Mr. Azevedo. 

After introducing me to this cus- 
tomer, Joe said something like this: 

‘*Guil, this is one of our best 
friends and eustomers. Since the 
time I loaned him his first $200, he 
has consistently made good, and he is 
now worth a lot of money. But I’ll 
bet that he has never made a will, 
and that he has never thought of 
what is likely to happen to his widow 
if he should ‘kick off’ tomorrow. You 
tell him all about it.”’ 

I am reproducing this verbatim to 
show the friendly relations existing 
between the two men, and to em- 
phasize the point that the best trust 
salesmen in any bank are the officers 
and other contact men in the institu- 
tion who are closest to these eus- 
tomers. 

As Joe indieated, this customer is 
worth a lot of money, but he has 


services. 


made it in a highly-teechnical oceupa- 
tion which his wife would have ab- 
solutely no business in trying to con- 
duct. In faet, as he said, the best 
thing to do with it in ease of his 
death would be to sell it to the best 
advantage—a job a bank could do 
better than any one else he could 
think of. 

Our customer is earrying consider- 
able life insurance, some of it to pay 
the wife a monthly income, most of 
it, however, to be ‘‘dropped in her 
lap’’ in a lump sum. 

A thing he had never thought of 
(and it was a quick-action producer ) 
was the fact that should he die with- 
out a will, and his wife get all the 
property, on her death it would all 
go to her relatives, which is the one 
thing farthest from his wishes. 

Now here is a situation where the 
customer sold himself. 

His first order of business after 
this brief conversation was to go to 
his lawyer, make his will, create a 
life insurance trust into which he put 
most of his old policies and some new 
insurance—and get the job done up 
‘*pronto’’. 

This is one of many similar in- 
stances that have followed placing 
the two little signs referred to above 
on every officer’s desk, in every tell- 
er’s window, and in other places 
about the bank. 

‘*T’m not so sure but that the first 
and best effect of the first sign—the 
brass plate ‘‘Do You Know What 
Our Trust Department Can Do For 
You?’’—which was put up a few 


months before the eard declaring 
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that the officer or émploye had made 
a will naming the bank, was to hasten 
a good many in the bank to do this 
thing which they had either been 
putting off or had little 
thought. 

Not all of our folks have done it 
yet, but the percentage is far better 
than it was a year ago and the next 
12 months will bring it well 
toward the desired 100%. 

A big western operator was sitting 
at my desk last week. 

‘*What’s all that about?’ he said 
pointing to the two little signs. 

‘*Have you ever made a will?’’ I 
asked him. 


given 


up 


**No, I’ve got to get my affairs in 
shape a lot before I die,’’ he said. 
Then he continued: 

‘*But that’s a foolish thing to say 
isn’t it? I am apt to get run over 
as I cross the street when I leave the 
bank. But say, you're putting a lot 
of ideas in my head I never thought 
of. I guess a fellow ought to be 
thinking about them,’’ he rambled 
on. ‘‘Tell me some more about this.’’ 

‘Tn the first place, do you realize 
that your wife would have the re- 
sponsibility of handling your af- 
fairs, if you passed out of the pic- 
ture now? Do you think that would 
be fair to her?’’ 

He leaned over and thought a 
minute. 

**No, it wouldn’t be fair, it would 
be cowardly.’ 

The next day, after discussing the 
matter with his wife, his lawyer made 
a will naming us executor and trustee 
of an estate which, if the maker lives 
or if our bank handles it in the event 
of his death, will be one of the mest 
substantial in these parts. 

But, some one may say, why 
shouldn’t everyone in the bank be 
sufficiently interested in the trust 
department to do this anyway? Why 
should these little signs be necessary ? 

There is no particular reason why 
it should not be done, but it just 
isn’t. And it is so much easier to 
have the customer bring up the sub- 
ject. 

Instances such as those described 
happen every day, but not all result 
in quick action. Nor could they be 
expected to. Some men, even after 
they thoroughly ‘‘sell themselves’’ 
the idea, have to ‘‘sell’’ their wives, 
and that’s another matter. 

The main thing is to start the 
forces of self education. For when 
men and women begin to give the 
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subject serious thought, they crave 
information. 

In this connection, I made 
siderable inquiry among the 


con- 
200 


people in our bank. Some of the of- 
ficers and tellers said that they had 




















| HAVE MADE MY WILL 
AND HAVE NAMED THE 
CALIFORNIA TRUST AND SAVINGS BANK 
MY EXECUTOR 


| RECOMMEND THAT YOU DO THE SAME 





y ae 


These two signs lead 
customers of the Cali- 
fornia National Bank to 
ask about its trust serv- 
ices. 


This gives the officers 
an opportunity to dis- 
cuss wills with people 
they might not other- 
wise reach. 


The result usually is 
that the customer makes 
his will, naming the bank 
trustee. 


ae eueeeneneeieninenlntll 


NS ah 
DO YOU KNOW 
| WHAT OUR TRUST 


| DEPARTMENT CAN 
DO FOR YOU? 


never had any one make a remark 
of any kind about the signs. Others 
stated that they have several every 
day. 

In all fairness, I think it can be 
stated that in most eases, those who 
have the most inquiries are the ones 
who get closest to the people with 
whom they come in contact—the 
‘‘human’’ workers as_ contrasted 
with the more mechanical. 

This is said with the knowledge 
that one cannot his or her 
characteristies. There are some who, 
by their very manner, invite con- 
fidenees and literally radiate friend- 
liness. Others do not. Naturally 
those in the first class are of the most 
use in promoting trust business. 

We have enough potential business 


choose 








for our trust department in the bank 
itself right now, people who are using 
other departments, to increase the 
volume of trust business many times, 

Only through the education of 
these people can we ever get it. 

Our own officers and employes are 
the logical teachers and spreaders of 
this information. 

During 1929 we shall conduct a 
series of group study classes—fol- 
lowing the R. R. Bixby system, and 
using his ‘‘Trust Functions Simpli- 
fied’’ as a text book—to bring more 
clearly to the attention of all of us 
‘What Our Trust Department Can 
Do for You’’. 


What A County Organization 
Can Do 


1. Develop friendship and mu- 
tual understanding—the basis for 
future cooperation—by social feat- 
ures. 

2. Hold joint meetings and 
pienies with farmers to promote bet- 
ter country-town cooperation. 

3. Establish a county 
house association. 

4. Study the plan for a county 
credit association. 

5. Make agreement with county 
commissioners to secure tax lists free. 

6. Establish county practice of 
putting all auction sales on cash 
basis. 

7. Persuade banks of each county 
not to put up bonds for school or 
township deposits. 

8. Post reward for capture of 
bank bandits. 

9. Promote interest in 
banking methods. 

10. Save money through collective 
advertising and abolish unprofitable 
advertising. 

11. Adopt a uniform reduced in- 
terest rate on time deposits. 

12. Adopt a uniform schedule of 
service charges. 


clearing 


better 


13. Make uniform schedules for 
holidays. 
14. Agree to use one city bank as 


correspondent and clearing house. 

15. Decrease the interest rate on 
county deposits. 

16. Develop a county protective 
organization against bandits. 

17. Adopt charges on unprofitable 
accounts. 


Why do some banks lose money 
while others make 45% on invested 
capital ? 
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The Business Philosophy 


of Henry L. Dohert 


A — to Ageressive Thinking 


HE man who can express his thoughts 
in common words can be understood by 
all. The man who uses unusual words speaks 
to many who, though having their hearing, 


might as well be deaf. 


+ 


ENERALLY we study too 
much and think too little. 


Management 


E talk a great deal about capital 

and labor, but both are impotent 
without the third element, which is 
management. 


I believe in a fixed dividend policy 
declared long ahead so that the small 
shareholder may know as well as the 
insider what to expect and not per- 
mit the insider to profit at the ex- 
pense of the ordinary stockholder. 





Our greatest opportunity for in- 
creasing our earnings lies in the de- 
velopment of our market. 


Community Mindedness 


I believe that every business man 
and every large enterprise should 
feel some general interest in some- 
thing more than their own personal 
success. They should aim to build 
up the community to which they be- 
long and contribute to the general 
prosperity. 


You must look for something more 
than natural advantages to explain 
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the growth and prosperity of some 
communities—you must look for the 
men. 





Every community has men of 
talent and ability who might do great 
things for their city, but they are 
afraid of criticism. 


I believe the man who contributes 
to the betterment of the service of 
his fellow men through business is 
doing more for humanity than the 
professed philanthropist. 


Personnel Management 


One pound of encouragement, 
properly applied, will do more to 
bring improvement than a ton of ad- 
ditional criticism. 


I would prefer to have men think 
I can make better men of those who 
work under my direction than to be 
known as a man who could pick the 
winners. 


I like to feel that the man who 
helps me or assists me does it because 





ENRY L. DOHERTY is president of 
Henry L. Doherty & Co., New York 
City, a firm which he organized in 1905 to 
deal in the reorganization, management, 
and financing of public utilities. 

Mr. Doherty began his business career at 
the age of 12 when he started on his thirteen- 
year period with the Columbus Gas Com- 
pany, Columbus, Ohio. Then he was sent 
to Madison, Wis. to reorganize and manage 
the Madison Gas & Electric Co. 

In 1898 he engineered the merger of the 
Denver Consolidated Gas Co. and the Den- 
ver Consolidated Electric Co. and as presi- 
dent of the new Denver Gas & Electric Co. 
made Denver one of the best-lighted cities 
in the country. 

in 1910 he reorganized the Cities Service 
Co. which now comprises a nation-wide net 
work of 100 utility and petroleum companies. 





he is my friend and not because he 
is on my payroll. 

I like to see a man who at all times 
ean act gently but resolutely. 


Public Opinion 


Good-will is the most valuable asset 
on earth. Nations, as well as in- 
dividuals, are made and unmade by 
the sheer power of public opinion. 
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Every business man has many 
warm admirers among his friends 
and business associates, and this ad- 
miration often takes the form of com- 
plete confidence. These men, in turn, 
have their admirers. A word from 
the leaders to invest, deposit, or loan 
vould be almost an endless chain, 
reaching all the people of the coun- 
try. 


Though tons of ore pass through 
the smelter—its value is judged 
solely by the amount of pure metal 
it yields. Likewise, in our dealings 
with our customers 
the real measure of 
value is the pure 
gold of good-will we 
gain from _ each 
transaction. 


Be courteous to 
the people you deal 
with, but see to it 
that courtesy with 
you is not a mere 
matter of form. 


High on the list 
of great discoverers, 
place the name of 
the business man 
who first applied the 
principles of cour- 
tesy and considera- 
tion to trade. He re- 
placed with good 
will the atmosphere 
of suspicion that 
surrounded business 
transactions in our 
erandfathers’ day. 

Every  improve- 
ment in service we 
make is another 
stone in the struc- 
ture that leads to 
publie confidence— 
let us keep on build- 
ing. 


Thrift 


To be able to save 
means ability to con- 
trol yourself, and if 
you don’t control 
yourself you won’t get much chance 
to control others. 


If thrift could be made pretty 
much a general thing throughout 
this country, its effects would be more 
far-reaching than most people 
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imagine. It would mean_ better 
morals, less misery and greatly les- 
sened demands for charity. Track 
back individual case of the 
need for charity and see how far you 
have to go to find that the need is 
due to lack of thrift. 


every 


There is in this country more 
show of wealth than actual wealth, 
because the tendency is toward ex- 


travagance and lack of thrift. 





the 
nor 


When opportunity knocks, 
man who has neither savings 


INTERESTING airplane view of Toledo, Ohio 


N 
A with the Acme plant of the Toledo Edison Co. in 
the foreground. This is one of the many utilities oper- 
ated by the Cities Service Co. of which Henry L. 
Doherty is the head. 





credit must let opportunity go else- 
where. 


Personal Advancement 


Loyalty is that thing in a man 
which fixes the degree to which he 





can be trusted to do the right thing, 


When I was a young man, I used 
to think how many good men there 
were and how few good positions for 
them. As time goes on, however, I 
think and see that there are hundreds 
of opportunities for every good man. 


Never fear criticism for being over- 
aggressive; give me the man with 
too much pep every time. I can put 
a harness on over-enthusiasm, and a 
curb to check it if needed, better than 
I ean pull a load with an unwilling 

horse. 


Some of the great- 
est successes I have 
observed were due to 
an appreciation of 
the importance of 
the commonplace 
things of life and 
some of the greatest 
failures have been 
due to a lack of such 
appreciation. 


Don’t make your 
employer appear to 
be a fool and a 
spendthrift by using 
your leisure hours 
as though they were 
worth only a mere 
fraction of what 
your employer pays 
you. 


Thinking people 
are seldom impul- 
sive and are general- 
ly exceedingly cau- 
tious. 


Some men ride to 
success On mere 
chance, while others 
create their own op- 
portunities. 


If you are imbued 
with the idea that 
the boss doesn’t ap- 
preciate you, get an- 
other job, but don’t 
be surprised if the 
new boss is even less 


appreciative than the old boss. Some- 
times success is more quickly realized 
by trying to do better oneself. 


Generally the man who thinks he is 


underpaid spends his own leisure 
hours as though they were worthless. 
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How to Use a Scholarship 
Contest Plan for 


Developing Future Depositors 


By EDITH M. ROSE 


In charge of Publicity, Union Trust Co., Detroit 


NE of the most useful things 

that any large corporate organ- 
ization in a community ean do is to 
educate the coming generation of 
business men and women to a value 
of sound economies. If, at the same 
time, this corporation can provide 
the means for these young people to 
continue their educational program, 
it is but adding to its community 
service. 

With these two big purposes in 
mind, the Union Trust Co. of Detroit 
in 1924 instituted what has come to 
be known as its scholarship program. 
Under this program, five $1,000 
scholarships are offered every year 
to the five high school seniors of 
Wayne, Oakland, and Macomb coun- 
ties who write the best essays on the 
subject assigned for that year’s con- 
test. The principals of the high 
schools in those contests cooperate 
with the officials of the Union Trust 
Co. each year in choosing a subject 





Recent Essay Subjects 


1929—“‘Aviation as a Busi- 


ness” 


1928—“‘Installment Buying” 
1927—‘“‘The Family Budget” 
1926—“‘Advantage of Life 


Insurance” 


1925—‘“‘Home Ownership” 


of sound economie worth and enough 
popular appeal so that it will be both 
profitable and interesting for the 
high school seniors to study and 
write upon. 

The subject of the first essay con- 
test in 1924 was ‘‘The selection of 
investments.’’ In 1925, the students 
wrote upon ‘‘Home ownership.”’ 
In 1926, the Union Trust Com- 
pany’s policy of cooperation with 
the life insurance underwriter was 
furthered through the scholarship 
contest by the choice of the subject 
‘* Advantages of life insuranee.’’ In 
1927, the subject was ‘‘The family 
budget—what it is and what it does,’’ 
and in 1928, the subject ‘‘ Installment 
buying’’ brought forth almost twice 
as many essays as had ever been sub- 
mitted in any one of the previous 
contests. 

High school seniors this year will 
have the opportunity to win at least 
part of the cost of a college educa- 


tion by writing on the subject ‘‘ Avia- 
tion as a business.”’ 

‘‘We feel that this subject will 
serve a double purpose,”’ said Frank 
W. Blair, president, who is well 
known for his interest in aviation. 
‘*#t will not only provide an outlet 
for the interest in aviation that 
young people all over the country 
are manifesting today, but it will 
help them to see that aviation has 
many possibilities as a business ven- 
ture. We hope that the high school 
senior of today who is led through 
this scholarship contest to study the 
future of the aviation industry will 
step into that industry in some con- 
structive way himse]f when he is 
through with his schooling.’’ 

Interest in the scholarship contest 
is focused definitely each year by a 
banquet held at one of the leading 
Detroit hotels, at which time the 
trust company acts as host to the 
presidents of the senior classes, the 
editors of the high school publica- 
tions,and the English teachers, super- 
intendents, and principals of the high 


This Plan Secures Cooperation of High 
School Students, their Teachers 


and their Parents 


It stimulates interest in study. 
It magnifies the importance of current events. 
It inspires college attendance. 


It promotes self expression. 


It places a dollar and cents value on education. 


It excites interest in business. 


1924—‘“‘The Selection of In- 


vestments” 
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It provides the means for a higher education. 









schools whose students are eligible to 
compete. A speaker of note is one 
of the chief attractions of these year- 
ly banquets. Last year, the principal 
address was given by Senator Arthur 
H. Vandenberg. 

Before the interest aroused by the 
banquet has had time to subside, a 
speaker from the Union Trust Co. 
visits each of the high sehools and 
explains the contest to an assembly 
of the seniors. The trust company 
keeps closely in touch with the senior 
class officials and the principals of 
the schools through 
articles released for 
the school papers and 
through page adver- 
tisements in the same 
mediums. In October 
of each year, full page 
newspaper advertise- 
ments are used to an- 
nounce the subject of 
the contest and the 
prizes offered. When 
the contest is con- 
eluded, further full 
page space gives pic- 
tures of the winners, 
their school affiliations 
and the colleges they 
have selected. 

The prize winning 
essays are chosen each 
year by three judges, 





















of merit is given to any high school 
senior whose considered 
worthy of honorable mention. Every 
senior who submits an essay receives 
a book from the Union Trust Co. in 
appreciation of his efforts in the con- 
test. Last year, the book chosen was 
Herbert Hoover's 
dividualism.”” <A 


essay is 


‘*‘American In- 
facsimile letter 


signed by Mr. Hoover, endorsing the 
Union Trust Co. scholarship pro- 
gram was included in each copy. A 
silk banner bearing the name of the 
winner and the year in which the 



































































The Banker and The Elephant 


By R. E. PORTER 


NE of the most successful bank presidents 
I know has for the only ornament in his 





thousand dollar prize was won is 
presented to each high school from 


whose senior class a winner js 
chosen. 
Last June the group of young 


people which won the 1924 prizes 
completed their four years of col- 
lege work. It has been particularly 
interesting to follow the suecess of 
these young men and 
throughout their college courses, 
One of the 1924 winners was George 
Thomas Washington, a direct de- 
seendant of the brother of our first 
president. George 
Thomas Washington 
graduated from Yale 
with the highest pos- 
sible honors. His 
grades averaged high- 
er than 90% for the 
four years’ work. 

A 1926 winner, 
Paul Sheldon, 
further honored by 
being given the Mich- 
igan Harvard Scehol- 
arship, which goes to 
one Michigan student 
chosen for outstand- 
ing leadership from 
all those who register 
for Harvard. 

Every one of the 
winners writes several 
times each vear to the 


women 




















Was 




















who are prominent private office a small bronze elephant, although officers of the Union 
Detroiters. Last year, -he has never voted the Republican ticket in his Trust Co. and each 
they ineluded Miss life letter is full of ae- 










Rachel McKinney, 
principal of the Col- 
umbian School; Grif- 
fith Ogden Ellis, ed- 
itor of the American 
Boy; and Judge Ar- 





I asked him about it the other day and he said: 
“ All right, I’ll tell you why that elephant has 
been on my desk ever since I was elected a 
junior officer of a bank in the late ’90’s. 


Better 









counts of collegiate 
activities and scholas- 
tic achievements. Sev- 
eral of the winners 
are temporarily em- 
ployed by the Union 









e , 9? 
thur J. Tuttle of the still I’ll show you why. Trust Co. during 
United States District He rummaged in a small right-hand drawer their summer vaca- 
Court. The judges and passed over this typewritten memorandum: tions. 






for this year’s con- 
test have not yet been 
announced but they 
will probably include 


THE ELEPHANT 


He is strong and gentle. 














Though the schol- 
arship essay contest 
is now in its 








sixth 







year, interest in it 

at least two leaders in He is the most cautious of all animals and the seems constantly to 

—— | swiftest mover when he makes up his mind. increase. As soon as 

addition to the ; : — ‘ 

ee He walks softly and has a mighty wallop. the doors of th 
five $1,000 scholar- / 2 








ships which the con- 
test offers, five $100 
prizes are given to the 
writers of the five 
essays which are con- 









sidered second in or- 
der of merit to the 
five which received 
the major prizes. 
Further, a certificate 
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He can knock down a house and pick up a pin 
—with equal efficiency. 
He lives through a century and never gets too 
old to learn new tricks. 
He is master of the jungle without tyranny and 
servant of man with slavishness. 


He has size without unwieldiness and importance 
without pomposity. 


schools are open in 
the fall, inquiries 
from teachers, par- 
ents and students be- 
gin to arrive at the 
new business depart- 
ment of the bank 
about the subject of 
the contest for that 
year and about the 
rules of the contest. 
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33 Points On 


Selecting Purchase 


Such as: 


Call Money 


Acceptances 
Commercial Paper 


Bonds 


‘INCE the advent of the Federal 
Reserve System, the United States 
has enjoyed the strongest banking 
organization in the world. Yet in 
the past few years, more banks have 
failed in the United States than in 
any other country, and in face of the 
fact that basie conditions here have 
been more favorable than abroad. 

If we seek a single explanation of 
this situation, in general terms, we 
might conelude that the safety which 
abides in careful diversification of in- 
vestments was not utilized. 

Formerly cash and strictly com- 
mercial loans were recognized as the 
only good bank assets. Today there 
is found in the portfolio of sound 
banking institutions a round amount 
of purchased investments. By this 
name, we shall know eall money, aec- 
ceptances, commercial paper and 
bonds. And to them, this discussion 
will be limited. The aim is to estab- 
lish them as prudent and profitable 
channels for investment; notwith- 
standing they deviate somewhat from 
former banking practice. 


How Banks Have Changed 


In recent times, the position of a 
commercial bank has undergone some 
change. Twenty years ago 93% of 
the deposits were payable on de- 
mand. Today more than one-quar- 
ter are on time. Today there is at 
our command the rediscount priv- 
ilege of the Federal Reserve System. 
The necessity for quick assets in such 
a large ratio has passed. 

National legislation has reeognized 
the changed conditions, and has 
materially reduced legal reserve re- 
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The 33 Points 


1. Idle funds must go to 
work. 


2. The customer’s loan con- 
stitutes the primary function 
of banking. 


3. There is safety and stabil- 
ity in diversification. 

4. The so-called “secondary 
reserve”’ is the investment of 
surplus funds in high-grade, 
quickly marketable bonds, 
and in short-time, self-liquid- 
ating paper that is eligible 
for rediscount. 


5. The exact amount of sec- 
ondary reserve varies with 
location and seasonable con- 
ditions. 


6. Some follow the rule of 
making secondary reserve 
equal to legal reserve. 


7. Less time is required for 
investigation when funds are 
invested in call loans, accept- 
ances and commercial paper. 


8. The prudent investor will 
select bonds of companies 


Continued on next page) 





d Investments 


H. C. NICHOLSON 


Vice President, Packers National Bank, Omaha 


quirements. Idle funds must now go 
to work. Such funds may be loaned 
to our worthy borrowing customers, 
or they may purchase investment 
securities. The customer’s loan 
needs little comment, as it consti- 
tutes the primary function of bank- 
ing. 

The prosperity of the bank de- 
pends upon the good will of its cus- 
tomers, and they must be served. 
However, the experience of the past 
few years has taught that there is 
safety and stability in the diversifica- 
tion of the class of loans and invest- 
ments. We build up our defenses as 
weak places appear in our financial 
structure. Thus has developed the 
so-called ‘‘seeondary reserve.’’ It 
is the investment of surplus funds in 
high-grade, quiekly marketable 
bonds, and in short-time, .self-liq- 
uidating paper that is eligible for re- 
discount. Such investments occupy 
a midway position—both in interest 
return and liquid character. 

Coneeding something of one virtue 
for benefit in the other, the real 
safety of the investment and _ its 
stabilizing influence is entirely com- 
pensating. The exact amount of this 
secondary reserve, and its proper 
ratio to deposits, varies with geo- 
graphical location and seasonable 
conditions. The answer can only be 
obtained by a careful analysis of the 
individual bank. It has been sug- 
gested that it should at all times at 
least equal the legal reserve require- 
ment. 

Call loans, acceptances and com- 
mercial paper have some advantages, 
namely ; comparative nonchalanee in 
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making the individual selection, and 
relative freedom from attention dur- 
ing the life of the investment. They 
suffer no loss from depreciation. In 
call loans and acceptances, the loss 
oceasioned by default has been neg- 
ligible. The average annual loss in 
commercial paper is less than 1/50 
of 1%. 

Call Money Is Extremely Liquid 


Funds put out on the call money 
market are well protected by highly 
negotiable collateral, and by their 
very nature are extremely liquid. 

Bankers acceptances enjoy a wide 
market, have sound security and 
are admitted to discount by federal 
reserve banks within 90 days of their 
maturity. They are two-name paper, 
and are exempt from the limitations 
of the act prohibiting national banks 
from loaning in excess of 10% to any 
one person or firm. They have dem- 
onstrated through a great variety of 
conditions in the money market that 
they are one of the most desirable 
types of short term investments. 

The purchase of commercial paper 
has become sound banking practice, 
because it fulfills several fundamen- 
tal requirements. 

It is a safe, self-liquidating form 
of short-term investment. 

The return is fixed and definite 
and is in the form of discount. 

It is rediscountable in the federal 
reserve banks. 

Its face value does not fluctuate. 

Records show that if all commer- 
cial paper names were purchased in- 
discriminately without credit inves- 
tigation, buying banks would have 
lost only 20 cents on each $1000 pur- 
chased. The commercial paper mar- 
ket has had a great development in 
the past 20 years. 

So much for the short-term paper. 
Each class qualifies without reserva- 
tion as an excellent medium for the 
employment of surplus funds and in 
the maintenance of a secondary re- 
serve. 


Characteristics of an Ideal 
Investment 


The ideal investment is recognized 
by certain characteristics: security 
of principal; equitable income re- 
turn; and wide, active marketability. 
It should be acceptable for redis- 
count and collateral purposes, be ex- 
empt from direct taxation and have 
a good chance for appreciation. 

Bonds possess these qualities in 
varying degrees. Obviously they 
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(Continued from previous page) 
which are engaged in indus- 
tries whose earning power is 
inherently stable. 


9. The loss on call loans and 
acceptances by default has 
been negligible. 

10. The average annual loss 
on commercial paper is less 
than 1-50 of 1%. 

11. Funds on call are well 
protected by highly negoti- 
able collateral, and are ex- 
tremely liquid. 


12. Bankers acceptances en- 
joy a wide market. 

13. Bankers acceptances are 
exempt from the limitations 
of the act prohibiting nation- 
al banks from loaning in ex- 
cess of 10% to any one per- 
son or firm. 

14. Records show that if all 
commercial paper names were 
purchased indiscriminately 
without credit investigation, 
buying banks would have 
lost only 20 cents on each 
$1,000 purchased. 

15. The ideal investment is 
recognized by security of 
principal; equitable income 
return; and wide, active mar- 
ketability. 

16. Obviously, not all of 
these qualities can exist to a 
high degree in the same in- 
vestment. 

17. A bond that is the safest 
is likely to return a lower 
rate of interest. 

18. Municipal bonds’ income 
return varies inversely with 
security and marketability. 


19. Foreign dollar bonds en- 
joy some popularity on ac- 
count of the differential in 
yield between them and do- 
mestic bonds of comparable 
security. 

20. Two factors determine 
the credit rating of anation; 
its will to pay and its ability 
to pay. It should have a 
stable form of government 
and be likely to so continue. 
21. Corporation bonds may 
be divided into three classes: 
railroads, public utilities and 
industrials. 


(Continued on nert page) 








cannot exist to a high degree in the 
same investment. 
thoroughly safe will not return a 
high rate of interest, and at the same 
time have a broad market. Con- 


sequently, such investments should | 


be arranged so that these qualities 
are combined in proper proportion. 

The bond which fulfills more of 
these requirements than any other 
investment security, naturally stands 
in a class by itself. It is the obliga. 
tion of the United States government, 


A bond that is 9 


It typifies the utmost in safety. It | 


commands a broad market. 
only bond aceeptable for collateral 
purposes in the federal reserve 
banks. It enjoys certain exemptions. 
lt has shown some remarkable price 
appreciation in the past, and it is 
an easy assumption that the remote 
maturities will show compensating 
appreciation in the future. The in- 
terest return on such an outstand- 
ing type of investment is, inevitably 
the lowest of any bond. The ideal 
foundation for any investment fund 
is the liberty bond and the treasury 
certificate. 

Municipal bonds differ as do the 
magnitude of the stars. For which 
reason, a discussion of them will 
necessarily be very brief. They are 
generally tax exempt, which is their 
outstanding characteristic. Their 
income return will vary inversely 
with their security and their mar- 
ketability. 


Classifying Foreign Bonds 


Foreign dollar bonds enjoy some 
popularity on account of the dif- 
ferential in yield between them and 
domestie bonds of comparable secur- 
ity. 

Foreign government bonds are 
alike in one respect: the bondholder 
enjoys no real security, except the 
good faith of the borrowing nation. 
The performance of a domestic cor- 
poration may be enforced by legal 
procedure, but against a foreign 
government such remedy is not 
available. 

Two factors determine the credit 
rating of a nation; its will to pay and 
its ability to pay. It should have a 
stable form of government and be 
likely to so continue. It should be 
free from internal and external con- 
flict. It should balance its budget. 
It should have a currency based on 
a metal, preferably gold. Its debt 
record should be good. 

Our own economic conditions since 
the World War have led us into 
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foreign investing on a large scale. 
We have changed from the world’s 
greatest debtor to its leading credit- 
or. This new policy requires careful 
study to judge accurately the indi- 
vidual foreign credit position. The 
obligations of those countries with a 
good credit record, and a prospect 
for peaceful prosperity, constitute 
a bank investment that is safe and 
otherwise desirable. 

Corporation bonds may be divided 
into three classes: railroads, publie 
utilities and industrials. 


Why Rails Are Now In Favor 


Thanks to efficient management, 
railroad bonds have returned to pub- 
lie favor. Twenty years ago the 
bulk of publicly-owned securities 
were rails. Financial pyramiding, 
incompetent management and other 
abuses did not entirely destroy faith 
in the essential value of these secur- 
ities. 

Transportation is a prime neces- 
sity. Railroads are permanent. 
They operate on a cash basis. They 
show relatively good earnings. So, 
despite the event of many defaults 
and receiverships, railroad bonds are 
a favorite medium for conservative 
investment. This is indicated by the 
fact that they are included with gov- 
ernments and municipals as the per- 
mitted investment for trust funds in 
those states whose laws are restric- 
tive. 

An analysis to determine the in- 
vestment position of rails would take 
into consideration the capital struc- 
ture ; valuations ; physical condition ; 
location and earnings. Through 
governmental requirement, there is 
sufficient available data supplement- 
ed with frequent published reports, 
to make such analysis possible; and 
through recent federal legislation, 
investors in railroad securities are 
afforded an added protection. The 
principle of the transportation act 
of 1920 practically assures a fair re- 
turn upon capital investment. 

Telephone and _ telegraph, 
water, electric light, power and trac- 
tion are the public utilities. They 
possess characteristics which make 
the industry a desirable field for in- 
vestment. They provide a service 
indispensable to modern living. 
They are usually non-competitive. 
They are on a cash basis. They are 
little affeeted by commercial fluctua- 
tions. They enjoy a remarkable 
stability of business and the trend of 
their earnings is constantly upward. 


gas, 
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22. Transportation isa prime 
necessity and railroad bonds 
are favorites for conservative 
investment. , 
23. An analysis of rails takes 
into consideration capital 
structure, valuations, physi- 
cal condition, location, and 
earnings. 


24. Public utilities enjoy a 


remarkable stability of busi- 


ness. 


25. To provide safe bonds, a 
utility should have a fran- 
chise exceeding the life of the 
bonds by at least five years. 


26. The issue should be of 
sufficient size to insure some- 
thing of an active market. 


27. The safest industrials are 
issued by companies engaged 
in industries whose earning 
power is inherently stable. 
28. The investor for safety 
will choose such bonds 
as have the highest security 
behind them, and consequent- 
ly he will take a low yield. 
29. He will diversify his in- 
vestments, both as to in- 
dustry and according to their 
geographical location. 


30. The investor for profit, 
while giving full considera- 
tion to the question “‘what to 
buy” is also influenced by 
“when to buy’. 

31. When large interest re- 
turns are required, safety 
and marketability must be 
sacrificed. 

32. You must have confi- 
dence in the opinions of some 
financial experts. Choose 
them with care. 

33. Don’t speculate. It is 
entirely outside the province 
of banking. 








There are certain tests which 
might be applied to public utility 
bonds to determine their soundness 
as a desirable medium for investing. 
The utility should operate without 
competition and should satisfactorily 
serve its community. It should have 
a suitable franchise, which should ex- 
ceed the life of the bond by at least 
five years. The bonded debt should 
not exceed one and one-half times 
the capital stock nor two-thirds the 
property value. The interest re- 
quirement should be earned at least 
twice for the past five-year period. 
The bonds should be secured by 
senior mortgages. The issue should 
be of sufficient size to insure some- 
thing of an active market. Utility 
bonds which possess these underly- 
ing elements have found much favor 
with discriminating investors. 


Buy Industrial Bonds With Care 


Industrial bonds involve a greater 
element of risk than governments, 
municipals, rails or utilities. There 
is a hazard in business and there is 
an absence of governmental regula- 
tion and protection. 

The prudent investor will, there- 
fort, select those companies which 
are engaged in industries, whose 
earning power is inherently stable. 
He will prefer a corporation with a 
large fixed capital investment com- 
pared to its funded debt. He will 
choose securities based on essentials 
rather than non-essentials. He will 
do well to study production and com- 
merece for usually, prices move up- 
ward as trade becomes prosperous 
and conversely. Few industrial cor. 
porations can demonstrate the stab- 
ility of earning power that a good 
railroad or public utility enjoys. 
For which reason, the investor should 
include fewer industrials in his hold- 
ings than the other types of bonds, 
and they should compensate with a 
higher interest return. 

There are two distinct types of 
bond investors ; the one is chiefly con- 
cerned with investing for security, 
the other with investing for profit. 
The investor for safety will choose 
only such bonds as have the highest 
security behind them and _ con- 
sequently he will take a low yield. 
He will diversify his investments 
both as to industries and according 
to their geographical location. He 
will insist on a ready and a broad 
market for his securities so that if 
need be he ean dispose of his holdings 
(Continued on page 40) 
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Over $14,000 L 





$7,000 lost on a cotton 
shipment. 


Court costs and damages 
suffered on a machinery 
shipment. 


$800 lost on a shipment 
to Finland. 


$300 lost because cases 
were not waterproof. 


$2,000 lost because a 
cable was not translated 
correctly. 


Interest on a payment 
was lost because the pay- 
ment was made too soon. 


ost l’o Banks 


On Six Foreign Shipments 


N order to secure the basic material for 

this article, a great many managers of 
foreign departments of American banks 
were interviewed. The question put to each 
one was, ‘*‘ Have you had 100% success with 
all of your shipments where payment was 
made against letters of credit issued to the 
shipper on instructions from a_ foreign 
banker?’’ I have yet to find a single banker 
who will answer that question by saying 
that he has experienced 100% results. 

T can be stated with emphasis 

that the manager of a foreign de- 
partment of any American — bank 
should technically be a ‘* Jack of all 
trades and a master of each of them’’ 
to be able to safeguard the bank’s 
funds and interests to the maximum 
extent in export matters. This is a 
broad statement, but the experiences 
of bankers as set forth herein, should 
indicate its truth. 

Beeause foreign bankers usually 
insert protective clauses in their in- 
structions regarding the opening of 
an export credit to safeguard the 
import loans made to their clients, 
American bankers are often inclined 
to call them tricky. Those protective 
clauses, are usually of such 
wording that the average manager 
of a foreign department of an Ameri- 
ean bank does not recognize their 


too, 
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By KING HAMILTON GRAYSON 


possible ramifications unless he has 


been ‘‘stung’’ in some export ship- 
ment case. 
The American banker is desig- 


nated as the exclusive responsible 
agent and_ representative, either 
stated or implied, of the foreign 
banker where export credits are in- 
volved. ‘‘ Without is an 
element which cannot be applied in 
such matters. In order to clearly 
present the picture of the basic cause 
for trouble which has been enecoun- 
tered by American banks, and the 
resultant reduction of that 100% 
sueecess in the handling of foreign 
merchandise drafts to 80% and often 
to 60%, it will be necessary to cover 
each letter of credit which 
was the basie reason for the trouble. 


recourse’ 


clause 


*“4ll Cases To Be Double-Strapped 


In Two Directions” 


A manufacturer in the _ East 
shipped 24 cases of machinery to 
France against an order and letter 
of credit issued by the purchaser. 
The letter of credit, as issued by a 
New York bank, specified that the 


foreign banker and his client had re- 
quested ‘‘all cases to be double- 
strapped in two directions.”’ 

Cases of merchandise have a top 
and bottom, two sides and two ends. 
In this instance, the shipper thought 
that he was obeying the instructions 
to the letter when his workmen nailed 
two sets of straps around each ease, 
one set starting at the top, thence 
across one end, across the bottom and 
other end, and joining again at the 
top. The second set started on one 
side, crossed the end, other side and 
end, and met again on the first side. 
However, both sets of straps were 
parallel. Thus the cases were dis- 
patched and payment made accord- 
ingly by the banker. 

When those reached their 
destination, they were in a deplorable 
condition, and a claim immediately 
resulted for damages. The buyer in- 
sisted that he had been defrauded, 
and that the eases were only strapped 
in one direction. When the matter 
finally wound up in court, the buyer 
proved his contention that the 
‘*straps went only in one direction,’’ 
and he secured a judgment against 
the shipper. 


cases 


(Continued on page 65) 
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Strong Financial Advertisements 





Ask For Larger Balances 


HE problem of small checking ac- 
counts is one of the most vicious 


problems in banking. 


charge will stop the bank’s loss, but 
it does not encourage the depositor 
balance. 
thought for a long time that adver- 


to inerease his 


tising, intelligently ap- 
plied, is the only solution 
for this problem. 

We have made suf- 
ficient test of this theory 
to satisfy ourselves that 
it is right and we are 
definitely committed to 
the policy of educating 
the public to banking re- 
quirements through our 
advertising. 

Too long, banks have 
been misleading the 
public with  so-ealled 
‘*friendly bank’’ adver- 
tising. Personally, I do 
not wonder that many 
bankers of the old school 
have been opposed to 
this type of advertising. 
I think it is high time 
we advertising men take 
an intelligent stand in 
the matter. If advertis- 
ing has any value, it is 
as a medium for mould- 
ing the public mind, 
whether this be with re- 
gard to a war, the char- 
acter of one’s religion, 
or one’s opinion of rub- 
ber heels. 

To mould the public 
mind, we must tell the 
people what we wish 
them to know. We must 
tell it in a frank, simple 
way and in a way that 
will interest them, be- 
cause of the application 
to their own personal 
affairs. 


service 








And You'll Get Them 


By LEOPOLD A. CHAMBLISS 


Assistant Vice President, Fidelity Union Trust Company, 


Newark, New Jersey 


signed a series of 


have 
advertisements. 


In an effort to do this, we have de- 
advertisements 
which so far have demonstrated two 
things: First,-customers are not of- 
fended when such personal sugges- 
tions are made as contained in these 
Second, the general 


results. 


HIS New Jersey bank leads the way 
to intelligent education of the public in 


banking requirements. 


Have you 
ever worried 
over your 
credit 
standing? 


means. The Fidelity Union 
Trust Company constantly 
secks customers whom it cao 
assist and help to grow. 


) the young business man 
no problem is more impor- 
tant than his financial standing. 


To know that you have es- 
tablished yourself with the 
banking interests of your com- 
munity is a source of pro- 
found safety and gratification. 
It is your first duty to yourself 
and your business associates. 


What your bank asks is fin- 
ancial integrity, conservative 
money habits, and an estab- 
lished reputation for honest 
dealing. 


In the column to the right are 
Your bank is anxious and will- a few elementary principles 
ing to serve you. It does not of banking by which you may 
qeestion entrench yourself with your 
whetheryou bank. Financial crises are 
areamanof always unexpected and it is 
large means wise to prepare for them in 
or smal! _ times of prosperity. 


HE FIDELITY UNION 


; Your bank is anxious and 
willing to serve you, and invites 
your co-operation to this end. 


FIDELITY UNION 


TRUST COMPANY 
Me mber Federal Reserve System 
NEWARK, NEW JERSEY 
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How to entrench 


yourself with 
your Bank 


« Watch your account. Your 


bank expects you to carry 
a fair balance, depending 
on your means. * Jt expects 
yeu te stay several hundred 
cellars ahead instead of sev- 
eral hundred dellars bebind. 
Establish a reputation for 
fatr dealing 


. Do not force your bank to 


give you too mach free 
service. dt costs your bund 
money cach nme you draw a 
check. This cost must be 
offver ly a fair balance on 
your part 


. Deo not overdraw, or “draw 


against uncollected tunds”. 
When you deposit 2 check 
in your account, it is not 
cash until it has gone to 
the bank on which it was 
drawn and the funds re 
turned. If you draw out the 
mouey betore the funds are 
returned, you are forcing 
your bank to lend you money 
withour paying it iterese 
or signing @ note to protect 
it if the check is pot good. 











- 


publie recognizes the importance of 
every one knowing these facts and 
the advertisements have the desired 


At first, there was some fear in 
our minds that customers might take 
offense at our suggestion that bal- 


ances be inereased, but I 
have checked up care- 
fully through all of our 
officers and find that no 
customer has made a 
complaint. On the other 
hand, our leading news- 
paper has indicated so 
mueh interest’ in what 
we are doing that the 
editor lIras requested a 
special article for the an- 
nual financial issue 
which explains the whole 
subjeet to the public in 
more detail than we 
could possibly give in an 
advertisement. This ar- 
ticle was not prompted 
by anyone in our bank, 
but was entirely the idea 
of the editor. 

The approach has been 
so unusual and unex- 
pected, that a great deal 
of thought has been 
created, all of which has 
been favorable. 

We find that the atti- 
tude of the average de- 
positor invariably is that 
he wishes more informa- 
tion of this kind. We 
have been asked by sev- 
eral customers for addi- 
tional reprints of the ad- 


vertisements and these 
have been sent to 
friends. 


Most of them are anx- 
ious to observe the rules 
of the bank, and where 


(Continued on page 44) 
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Increased and Stabilized 
By Developing and 


Properly Administering 


The 
Control 


Function 


By H. N. STRONCK 


Senior Partner, H. N. Stronck & Co. 
Consultants to Banks and Bankers 


Y definition, ‘‘control’’ means: to 

check or regulate; exercise re- 
straining or directing influence over ; 
hold from action; eurb. Whereas, 
‘‘audit’’ means: a formal or official 
examination and authentification of 
accounts. 


Because of a confusion in these 
definitions, a confusion has been 
created as to the nature and 
object of the work of the comptroller 
and of the auditor in banks. 

The ‘‘control function’’ in bank 
management is that function which 
measures the adherence to policies, 
the degree of results produced by all 
other functions and divisions, con- 
trols the earnings of the institution, 
and safeguards its assets. 

The board of directors, and its ap- 
pointed committees, should act as ad- 
ministrators, that is, define policies. 
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~ FORECAST OF DEPARTMENTAL 
INCOMES. 

~FORECAST OF DEPARTMENTAL 
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ULLY developed and properly administered, 
the control function will answer specifically 
the questions: 


“‘What have we accomplished?” 


““Where have we 


failed?” 


“Who is responsible for success and for 


failures?” 


The comptroller should represent 
administration and see that these 
policies are adhered to, by the ex- 
ecutive or operating divisions, which 
divisions are represented by the chief 
executive and other operating of- 
ficers. 

The auditor represents executive 
verification. He should also be a 
representative of the board of direc- 
tors, or its appointed committees. 

It is difficult to trace the history 
of the origination and development 
of audit and control work in the gen- 
eral banking field. However, its de- 
velopment is quite readily traceable 
in banks which have grown from a 
small beginning to large institutions 
and during that growth period have 
gradually developed such work to an 





unusually high state of perfection. 

Practically from its inception some 
degree of audit work was performed 
by the bank’s personnel. This 
usually had the form of ‘‘ proofing’’ 
and reconcilements with deposit ac- 
counts and ‘‘due from bank’’ ac- 
counts. In many small banks today 
the audit function does not extend 
beyond this. Since such work is 
usually performed by operating per- 
sonnel, it can hardly be termed 
‘‘audit’’ for, in many instances, it is 
not independent verification. 

Sinee practically all banks are 
supervised by regulatory bodies, the 
small bank placed practically all of 
its reliance as to verification on the 
examiners representing these reg- 
ulatory bodies, hence the efficiency 
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HE “control 

function” in 
bank management 
is that function 
which measures 
the adherence to 
policies, the 
degree of results 
produced by all 
other functions 
and divisions, con- 
trols the earnings 
of the institution, 
and safeguards its 
assets. 


of verification was dependent almost 
entirely upon the eapability of the 
bank examiner. 

In many instances, such examina- 
tions are made but once a year and 
much ean happen between examina- 
tions. Also, the most vital part of 
such examinations is not so much in 
verifications but in appraisals; the 
bulk of the work consists in evaluat- 
ing assets, principally loans and dis- 
counts. 


A realization of the fact that a 
bank examiner cannot detect every- 
thing in the course of the type of 
examination which is usually made 
and that the time interval between 
examinations is too great, has caused 
many small banks to organize an 
‘audit committee.’’ The represen- 
tatives of this committee are usually 
non-officer directors. The members 
of this committee may undertake the 
audit work themselves or engage 
some outside auditor to aid them. 
At best, such a procedure is only 
periodic and often very perfunctory, 
but this practice is still very common 
in hundreds of small banks. 


How Auditing Developed 


As the banks grew in size, and 
many times as an out-growth of some 
‘‘diffieulty,’’ the importance of in- 
dependent verification became real- 
ized and the foundation for an in- 
ternal, independent verification 
function was laid. It usually com- 
menced as a part time function of 
one individual and in many in- 
stances, the auditor was a graduate 
general bookkeeper or teller. The 
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HE board of directors, 

and its appointed com- 
mittees, should act as ad- 
ministrators, that is, de- 
fine policies. 


The comptroller should 
represent administration 
and see that these policies 
are adhered to, by the exec- 
utive or operating divisions, 
which divisions are repre- 
sented by the chief execu- 
tive and other operating 
officers. 


The auditor represents 
executive verification. He 
also should be a representa- 
tive of the board of direct- 
ors, or its appointed com- 
mittees. 


From the auditor’s point 
of view, the examination 
must be rigid and the report 
uncompromising. 


The comptroller must 
know his work and at the 
same time, be strong enough 
in personality, so he will not 
be “submerged” by the 
other officers and still be 
tactful enough to obtain the 
hearty cooperation of all 
department heads in plac- 
ing his program into 
effect. 








HIS is one of a 

series on bank 
administration. 
The first seven 
basic articles are 
available in bound 
form. 


+ 


rapidity with which this funetion 
then developed was dependent upon 
the conception of the importance of 
the work by the directors and senior 
officers and the capability and per- 
sonality of the auditor. 

Up to this point, the work of the 
auditor was practically limited to 
verifications and reconcilements, but 
in some banks, it did develop into 
comprehensive audit programs of 
both a continuous and periodic 
nature and to carry out this pro- 
gram, the auditor called to his aid 
a number of assistants. When cor- 
rectly organized, the basie function 
of this auditing department is to 
make certain that every transaction 
of the bank is handled with the same 
precision and integrity that it would 
be handled were it possible for the 
chief executive officer to take care 
of each detail. 

The auditor, no more than the ex- 
ecutive, can accomplish personally a 
perfect handling and recording of 
all transactions, but if he fails to 
find and to report the slightest devia- 
tion from perfect attainment, he has, 
to just that extent, failed to be a 
good auditor. From the auditor’s 
point of view, the examination must 
be rigid and the report uncom- 
promising. 

How The Control Function 
Originated 

The control function is of relative- 
ly recent origin. It grew out of the 
necessity for the development and 
maintenance of high earning power, 
during the period of diminishing 

(Continued on page 56) 
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By CLARENCE 
T. HUBBARD 


Study Insurance To 


OINTERS 
on leasehold 
insurance that 
might save your 
bank serious loss. 





“& FIRE can give the 
landlord a chance to 
cancel your long-term 
lease. Insure your lease 
and I can help you more 
with your financing.” 


void Impaired Loan Security 


LONG-TERM lease at a favor- 

able rental often gains important 
bank credit consideration. The sub- 
leasing of space at a profit sometimes 
makes it possible for a trust depart- 
ment to pay an income to an estate. 

Oceasionally such a lease is unex- 
pectedly cancelled by fire and the 
resultant financial adjustments are 
of importance to the banker, the 
trust officer and the lessee. 

It is possible to insure leasehold in- 
terest against loss, which would oceur 
in the event a lease was cancelled by 
fire and the lessee has to go elsewhere 
and assume higher rentals. Such in- 
surance is known as leasehold value 
indemnity and is entirely different 
from rents insurance, or profits in- 
surance, or use and occupancy, which 
are three separate and distinctly dif- 
ferent insurance contracts. <A lease- 
hold policy insures a lessee against 
loss of his leasehold interest or profit 
through cancellation of his lease by 
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fire, and is worth its small cost. 


Leasehold Insurance Protects 
Increased Rental Value 


Leasehold value for insurance pur- 
poses is defined as the ‘‘inereased 
rental value of premises to a lessee 
in excess of the rental paid by him 
under his lease.’’ So you see, lease- 
hold insurance is not insurance which 
protects against loss of the gross rent 
paid by the lessee under a lease, but 
for the loss of the excess value of 
rent over and above what is actually 
being paid in rent under lease. 

To give a specific example: 

Presume that a bank client, a re- 
tailer, has leased a very desirable 
corner location at an annual rental 
of say $8,500. He enters into a ten- 
vear lease which commences the first 
of May, 1925, and expires on May 1, 
1935. Before he moves in and ‘‘ opens 
up’? he may have thought it good 
business to invest a certain amount 


of money for interior improvements 
and betterments, such as putting in 
a tile floor, adding special lighting 
fixtures, panelled wood-work, pos- 
sibly doing over the ceiling or re- 
modeling the display windows. You 
advance funds knowing his favorable 
long-term lease. All of these ‘‘ better- 
ments and improvements’’ revert to 
the owner of the building at the 
termination of the lease. These im- 
provements alone would automat- 
ically increase the rental value of the 
premises to some extent and con- 
sequently the leasehold value. 


Appreciation Causes Higher 
Rentals 


Entirely aside from this, in five 
years the property values surround- 
ing the leased quarters may have in- 
creased to an extent that, if the 
owners of the building were to again 
have the opportunity of leasing these 
quarters, they could possibly de- 
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mand $15,000 a year rent under 
lease instead of the $8,500 a year 
rent, because of a long-term lease. 
Values change quickly. A new 
bridge joining two cities caused prop- 
erty values to climb rapidly, and 
opened new mercantile avenues. The 
removal of a gas company to the out- 
skirts of a city changed central prop- 
erty values for the better. 

If a reliable appraiser or real es- 
tate dealer can con- 
vince an experienced 
fire insurance company 
that the leased prem- 
ises can be rented for , 
$15,000 a vear, instead 
of the $8,500 which the 
lessee is paying, there 
would be a ‘‘leasehold 
interest ’* of $6,500 each 
In other words, 
favorably 
located under a rental 
of $8,500 a year be- 
cause of a_ long-term 
lease, is really enjoying 
a profit of $6,500 each 
year in his rental over- 
head compared with 
the rental overhead 
any other store owner 
would have to assume, 
if he started in business 


year. 
the lessee, 


at the same _ loeation. 
Furthermore, ,.he will 
enjoy this leasehold 


value or profit for the 
rest of the term of his 
lease, unless something 
happens to terminate 
the lease. That possible 
something is ‘‘fire.’’ A 
fire ean give the land- 
lord a chance to cancel. 


Insurance May be Taken Against 
Loss of Leasehold Interest 


This form of insurance is seldom 
solicited or encouraged by the in- 
surance companies. So much de- 
pends upon the lease itself and the 
conditions surrounding the proper- 
ty. The so-called ‘‘moral hazard”’ is 
so important you do not find the in- 
surance companies going after the 
They will, however, con- 
sider insuring the loss of leasehold 
interest by fire if the subject is re- 
ferred to them by a bank with full 
particulars. 

Leasehold insurance is one of the 
neglected lines of fire insurance 
which the average insurance man 
seldom fully understands. However, 
nearly every insurance company has 


business. 
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a specialist at call somewhere who 
knows the policy and the proper 
leasehold requirements. 

The first thing he will ask you for 
is a copy of the building lease. In 
every there fire clause. 
Some leases are very loosely drawn 
in this respect and permit the build- 
ing owner to cancel your lease in the 
event of a fire. This is a very dan- 
gerous lease condition and would net 


lease is a 


Insurance Clauses 
That Might Kasily Reduce 


Your Loan Security 


1. If fire occurs on the premises, the owner 
of the building may have the opportunity of 
terminating the lease. 


2. If the building is damaged by fire to the 
extent of 10%, the lease is automatically ter- 
minated, or the landlord has the option of ter- 
minating it. 


3. If the premises are rendered untenantable 
by fire, the lease is cancelled. 


4. If the building shall be so damaged that 
the landlord shall decide not to repair, the lease 
may be terminated. 


5. If the building shall be so damaged that 
the landlord shall decide to rebuild, the lease 
may be terminated. 





be insured by any reliable insurance 
company because, if one has a favor- 
able lease and his landlord developed 
a greedy spirit and desired to benefit 
with a higher rent under a new lease, 
he could institute a small and harm- 
less fire which would be sufficient op- 
portunity for him to cancel the lease. 


These Fire Clauses Make For 


Favorable Leases 


The leases which are looked upon 
favorably are those which include a 
fire clause requiring that 50% of the 
property must be destroyed by fire 
before the lease can be cancelled. Or 
in some instanees even 75% of the 
property must be destroyed before 
the lease can be cancelled. 

Following are some of the ‘‘fire 
clauses’’ found in ordinary building 


leases which everyone should know: 

If fire occurs on the premises, the 
owner of the building may have the 
opportunity of terminating the lease. 

If the building is damaged by fire 
to the extent of 10%, the lease is 
automatically terminated, or the 
landlord has the option of terminat- 
ing it. 

If the premises are rendered un- 
tenantable by fire the lease is can- 
celled. 

If the building shall 
be so damaged that the 
landlord shall decide 
not to repair, the lease 
may be terminated. 

If the building shall 
be so damaged that the 
landlord shall decide to 
rebuild, the lease may 
- be terminated. 

In addition-to lease- 
hold interest, the result 
of a favorable long- 
term contract, there is 
also leasehold ‘‘ profit.’’ - 
For example, one may 
lease an entire building 
and then sublet the 
space to other stores 
and offices. If the total 
annual rental of the 
entire property paid 
under lease is $25,000, 
and the income of the 
rents through sub-leas- 
ing is $35,000, the 
leasehold ‘‘profit’’ is 
$10,000, the difference 
between the rent paid 
under lease and the aec- 
tual rental received 
from the premises. Add 
to this the ‘‘leasehold 
value’’ of the part of the premises 
occupied by the lessee—say $3,000 a 
year, because he pays $5,000 under 
a lease for the portion he oceupies, 
whereas, if he had to rent year by 
year it would be $8,000—and then 
multiply this total amount of $13,- 
000 by the number of years the lease 
has to run and you have a ‘‘leasehold 
profit,’’ which if not insured, can be 
lost overnight, if the lease is ean- 
celled by a fire occurring in the build- 


ing. 





Leasehold Bonus Can be Insured 


Then there are ‘“‘leasehold 
bonuses’’ to eonsider. <A retailer 
might wish to retire personally from 
business, or move to another locality, 
or city, but he has a very desirable 


(Continued on page 58) 
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AN interesting story 
centers around the 
Eastman Kodak Co’s. 
recent entrance into the 
field of bank equipment. 
It is a banker’s story 
throughout, commenc- 
ing with the bank clerk, 
who felt personal pain 
when his institution 
lost money, and ending 
with the manager of a 
national corporation 
who presented to the 10 
fellow bank clerks of 
his early days a 10% 
interest in the royal- 
ties, which based on the 
offer made him would 
amount to $10,000 
apiece. 

The man is Geo. L. 
McCarthy, vice presi- 
dent and general man- 
ager of the Recordak 
Co. The machine is 
briefly described as a 
device by which a con- 
tinuous film makes 
complete photographi¢ 
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Actualsizeof record of a_ bank’s 
film , 

checks as the _ book- 

keeper lists them on 


the adding machine. It is carefully 
synchronized to operate with the add- 
ing machine and takes photographs 
of all checks as quickly as the most 
nimble operator can run the adding 
machine. It furnishes the bank with 
a photographie record of all checks 
eashed or deposited with the institu- 
tion, and facsimiles can be repro- 
duced either by projection on a 
screen or by photographie  en- 
largement. Each photograph is 
so small that reproductions of over 
a million checks can be stored in a 
eubic foot of space. At the same 


28 





eb Wana Bann... 





= 


$s She 


POLLARS 


2L 


THE tiny photographs are enlarged with a movie projector one 
The photograph is accepted by the courts as proof 
of payment as readily as the cancelled check. 


time, they are so minute and accurate 
that photographie enlargements dis- 
close irregularities in penmanship, 
over writings and the like, which 
even the trained eyes of a paying 
teller have been known to overlook. 

In addition it will protect the 
banks against dishonest depositors 
who destroy cancelled checks after 
they are delivered. 


How One Check Raiser Was 
Caught 


For example, the bookkeeper of a 
New York house was in the habit of 
drawing checks and presenting them 
to his employer for signature. Ona 
certain day he drew two routine 
checks, one for $600 for the usual 
payroll, and one for $200 to be used 
as petty cash. After the checks were 
signed, he raised them with his check 
protecting machine to $5,600 and 
$5,200 respectively and cashed them 
at the bank, where he was well known 
as a trusted employe of his house. 

At the end of the month, he called 
for his employer’s statement and can- 
celled vouchers and destroyed the 
two raised checks on his way back to 
the office. He did not know that his 
employer’s bank had installed a 
Recordak machine just a month pre- 
vious, but the fact that it had done 
so made it possible, not only to re- 
surrect those two vanished checks, 
but to make it clear, as seen by the 
camera’s eye, that they had been 
raised $5,000 apiece. This made it 
perfectly simple for the bank to col- 
lect on its regular insurance, for the 
customer to be convinced of the ac- 
euracy of the bank’s books, and for 
the crook to be convicted. 


Banker and Inventor Heads 
Company 


Thus one hitherto-inevitable dan- 









Filmed Checks Can’t Be Lost | 


NVENTION provides bank 
with photographs of 30 checks 
for 1 cent. 


million checks can be stored in a 
cubic foot of space 


Photographs of a 


By C. E. GREENWOOD 


ger in banking transactions is ob- 
viated without added inconvenience 
to either bank or customer and with 
a definite improvement in the ef- 
ficiency of bank service. The inter- 
esting part of the story is that, un- 
like so many inventors, Mr. MeCar- 
thy is and has been in constant touch 
with the bankers who use his machine 
and is actively heading the corpora- 
tion which supplies it. 

There is, however, something un- 
usual and, perhaps, inventor-like in 
the way by which Mr. MeCarthy has 
expressed his feeling for the 10 men 
who were his fellow clerks in the Em- 
pire Trust Co., New York, during 
the days of his early struggles with 





The Recordak photographs 
checks as fast as operator 
can list them. 


his idea. Immediately upon execu- 
tion of the royalty contract under 
which the Recordak will be manufac- 
tured and distributed by the East- 
man subsidiary, of which Mr. McCar- 
thy is vice president, he executed a 
voluntary trust under which the Em- 
pire Trust Co. will divide 10% of 
these royalties among the 10 men. 
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Weta relelcael| 
and Collection Records 


need Special Care 
















Individual Teller’s Trucks 


provide the best housing for these records 


They give: 

‘Protection—because they are under locked control of the teller charged with handling 
such transactions. 

Convenience —by bringing the material into the teller's cage where customers can 
be served quickly. 

Capacity—because they provide adequate space, properly arranged, forall the records handled. 
Shaw-Walker makes to order all sorts of special teller’s trucks for Loan and Discount, Col- 
lateral and Collection records. They also furnish complete layouts of all necessary system 
forms for operating these departments. 


Write today for information about these trucks and for samples of Liability Ledger forms, 
Collateral Register records, Collection Manifold systems, etc. Address: SHAW-WALKER, 
Bank Department, Muskegon, Michigan. 





Special Bank Representatives in all Principal Cities 
Other Shaw-Walker Bank Equipment: Bookkeeping Desks, Forms for All Records, Filing Cabinets, 
Check Sorting Racks, Savings Ledger Desks 










Readers will confer a favor by mentioning THE FEBRUARY, 1929 BANKERS MONTHLY when writing to our advertisers 






























652 Goldfish Brought 


At a cost of 29 cents a pair 





326 Savings Accounts 


With an average deposit of $7.32 


OW the Susquehanna Title and Trust 
Co. established itself in a Philadelphia 
FREE Goldfuh and Globe neighborhood already supplied with bank- 
oe a ing facilities. 
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Susquehanna Title & Trust Co. 
Va me me et ee 
1611-1613.1615 West Suequahanne Avewer 


Satscuguniedin cecal By SAMUEL F. HAXTON 


HEN the Susquehanna Title & in a new institution, as the logical 
Trust Co. opened for business place to deposit such funds. the advantages of having a savings 

in Philadelphia as a neighborhood Directors of the trust company, ora household checking account with 
bank, it faced the disadvantage of a__ principally men from the immediate ‘‘Your own home neighborhood 
location in a long-established com- vicinity of the bank, were known to _ bank.’’ : 
munity, where most of the residents the neighborhood through their busi- To add interest to the work of the 
already had banking connections. ness connections. They were called directors, a contest was arranged. 
Checking accounts from the prin- in to help. They agreed to call per- The board was divided into two 
cipal business men of 
the section were ob- 


sonally on the residents and explain 


teams, equal in num- 





ber, with an agreement ' 
tained without difficul- ‘ ; ° R that the losers should } 
ty, but savings ac- High Points in The Campaign buy a dinner for the | 
counts, which are the : winners. 
baekbone of most For Accounts As savings accounts 
neighborhood banks in ‘ ; were the principal ob- 
large cities, did not Directors organized for house-to-house jective, it was ‘agreed 
come in as rapidly as calls to solicit accounts. that each new account 
the officers had hoped. A contest inspired action. should be worth one 
nny showed one Bonuses allowed for the larger accounts. point, regardless of the 
major reason for this amount. <A bonus of 
condition: the fund Each pair of directors secured an average one point was given on 
societies. Philadelphia of six accounts each evening. accounts ranging from 


has a number of strong 
mutual savings banks, f : P 
operating under spe- This feature advertised by handbills. 
cial charters and es- 
tablished for genera- 


° q —) " 
Goldfish offered as premiums to savers. $100 to $200, two 
points on accounts of 
from $200 to $300, and 
326 “goldfish accounts’ secured. one point additional on 


each $100 of inerease 
iced A year later they averaged as large as over initial deposit. 
. The public, in think- savings accounts secured in other _— Tin dines wore 
ing of savings, thought Cordial letters sent upon the opening of equipped with special 
first of ‘savings an account. signature ecards, on 
banks, and did not re- ; thie Vv C . 
ep opggianerteags A second letter sent six months later to : — “ 
fc ns 4 oa . . 5 oa § Savings ac- 
partment of a_ trust inactive accounts. 


count, a checking ac- 






company, particularly 





(Continued on page 59) 
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Analyze the Motions 


You Can Now List and Endorse in Less 
Time Than It Formerly Took 


Just to List — — 


THE OLD WAY 


A Separate Operation for A Separate Operation for 
LISTING ENDORSING 


Each check necessarily Noisy, smeary, hand-stamp- 
turned completely over, ing. A time-waster, occa- 
the operator stopping every sionally resulting i in checks 
few minutes to arrange pile. being “ skipped. 


THE NEW WAY 


BOTH OPERATIONS IN ONE 


When check is listed, operator simply turns it 
half-way over—and drops it into the machine. 
The check — a latch which causes a metal 
die to print a legible endorsement. No check 
can be ‘ a tiep "checks are automaticall 
stacked in order of listing—and you can wal 
right up to the last minute for clearings and 
transit. 


The Small Bank Can Now Enjoy Large-Bank Economies In 


Check Endorsing — 


IMPLY analyze the motions and you will under- 

stand why banks, large and small, are finding that 
they can now “endorse as they list’’ with an adding 
machine and the new American Endorser in less time 
than it formerly took them just to list. 


Instead of being turned completely over, and stacked every so 
often, the checks are simply turned half-way over and dropped— 
and are then automatically endorsed and stacked in the order 
they are listed. 


At a cost of but 10c per day (computed by dividing the price of 
the machine by the number of years it should last) you can now 
entirely eliminate your present check-cancelling expense—and 
actually speed your listing operations! 


Many banks are finding that this saving alone often spells the 
difference between profits and losses on a large number of their 
accounts. 


You, too, can now enjoy maximum economy in handling checks. 
For but a few dollars (to cover the cost of a die to print a general 
endorsement good for all your checks), we shall be glad to send you 
a new American Endorser to try out in your bank for 30 days. 
Use the coupon below for details. 


SAVE, TOO, ON 
PERFORATOR REPAIRS 


Pins and clips concealed 
in checks too often dull, 
bend or break perfo- 
rator needles. But no 
- er need any bank 
andicapped by re- 
pal. to pg et Mine 
methods of cancellation 
while their perforator is 
being repaired. Any 
clerk can quickly and 
easily install new Amer- 
ican needles in the No. 
22 or larger American 
Perforators. 


If your perforating 

machine is punching an 

illegible cancellation, wasting your operator's time and having 
on ie sent home for repairs every so often—replace it with an 

plow ne where your clerk can replace the needles. 


Send us a sample of the perforation it makes. That's all we need. 
We'll quote you a liberal trade-in offer for a new American that 
will put an end to your perforator problems. Use the coupon 


below. 


AREERECAR 


“EN DORSIANG 


CAN CELLIAG 


THE AMERICAN PERFORATOR CO.—CHICAGO—SAN FRANCISCO—NEW YORK 


AMERICAN PERFORATOR CO. 
611 W. Jackson Blvd., Chicago, Ill. 


Please send me, ‘without obligation, complete details on () The new American Endorser, and the 1) Hand, 1 Foot-Power, [ 


} Automatic Electric * 


*Self- 


Repairing’’ Perforators, with a () Quotation on your trade-in allowance on our old perforating machine, a sample impression of which is enclosed herewith. 
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Banking Trends Since The War 


A review of the decade shows some prob- 


lems still unsolved, but many improvements 


N spite of an era of bank failures, 

it may be said that the trend dur- 
ing the past ten years has been to- 
ward the development of better bank- 
ing practices. As a matter of fact, 
this has been encouraged and stim- 
ulated by the era of bank failures. 

The result of more attention to the 
development of better bank practices 
might be summed up as follows: 
There has been an unprecedented era 
of bank mergers; branch banking 
has developed more rapidly ; the Na- 
tional Bank Act has been revised to 
more nearly meet present conditions ; 
banks have developed sourees of in- 
come other than from interest and 
discount, through the establishment 
of bond and trust and other depart- 
ments; there has been a reduction of 
interest rates paid on time deposits ; 
“*stop-loss’’ charges have been made 
on small checking accounts as well 
as charges for other services hereto- 
fore given free; more rigid scrutiny 
has been given by regulatory bodies 
in granting charters for new banks; 
more rigid and more thorough bank 
examinations have been made; there 
has been an extension of the ‘‘ Clear- 
ing House Method’’ of examination ; 
and there has been more careful 
study as to the expense and other 
factors, which influence the profit 
of banks. 


Tendency Toward Larger Banks 


As one indication of the tendency 
toward larger and stronger banks, 
consider the increase in capital dur- 
ing the past year of 14 loop banks in 
Chicago. In 1928 this capital totalled 
$101,000,000. At the beginning of 
1929 the capital of the same banks 
totalled $139,500,000—an increase in 
one year of 382%, and this repre- 
sents a definite trend, not only in 
Chieago, but all over the country. 

The Federal Reserve System has 
made some very important progress. 
Especially since 1922, the policies of 
the officers have been directed to- 
ward a more scientific operation of 
the system. Much attention has been 
given to the educating of member 
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banks in the proper use of the facil- 
ities afforded them, and to the dis- 
couragement of continuous borrow- 
ing. One of the very important de- 
velopments has been the close rela- 
tion which has been established be- 
tween the Federal Reserve System 
and the central banks of foreign 
countries. The system has also been 
of material assistance to many for- 
eign countries in enabling them to 
come back to the gold standard. 
Check collection and the transfer 
of funds through the Federal Reserve 
System has grown to enormous pro- 


YOUR BANK’S 
EMPLOYES 


Either— 


look upon their jobs as a 
life work 


Or— 


as nothing but a meal 
ticket 


Either— 


work for the best interest 
of the bank 


D> 


Or— 


work for their own per- 


sonal advancement 


<> 
Either— 


are definitely interested in 
the success of customers 


Or— 
are thoroughly self-centered 


<> 
Either— 


continue in the same rou- 
tine from day to day 


Or— 
are continually on the alert 


for ways to improve their 
work 


Which? 





portions, and the member banks have 
greatly benefited. 

The average amount of federal re- 
serve credit outstanding has _in- 
creased materially, especially during 
the last three years. The reserves of 
member banks have been brought as 
low as 7% of the aggregate amount of 
deposits requiring reserves. For the 
first time in history the report of 
the Comptroller of the Currency 
shows the aggregate required reserves 
of national banks slightly below 7%: 


Federal Reserve Advances 


An important improvement in the 
federal reserve banks was made pos- 
sible by an amendment to the Fed- 
eral Reserve Act passed March 3, 
1919. This provides for the banks 
to put surplus earnings into a sur- 
plus fund that may be increased to 
100% of subscribed capital instead 
of 40% of paid-in capital. The sub- 
seribed capital is larger than the 
paid-in capital. For example, in one 
federal reserve bank where the paid- 
in capital is only about one-half of 
the subscribed capital, the bank’s re- 
serve will now be brought to a point 
where the capital and reserve will be 
three times the paid-in capital. 

Possibly the most important de- 
velopment in the Federal Reserve 
System was the passage of an act by 
Congress providing indeterminate 
charters for the 12 federal reserve 
banks. This came about seven years 
before the original charters would 
have expired. It has happened in 
history that polities functioning at 
the time of the expiration of a bank’s 
charter destroyed the bank. This is 
now reasonably unlikely, for the fed- 
eral reserve banks have what amourts 
to a permanent charter. 

The federal reserve banks have 
been authorized to purchase bankers 
aueceptances and this has had a valu- 
able influence upon credit as a whole. 
Banks may now purchase bankers 
acceptances at the time of surplus 
funds and convert these into cash 
whenever there is an added demand 
for funds. Bankers acceptances be- 
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Todd Protectographs and 
Check Signers are everywhere 
safeguarding checks with 
record speed and economy 


TuroveHout the world, wherever checks are written, 
you will find Todd Protectographs and Todd Check 
Signers in the service of modern business. Today more 
than a million Todd machines are protecting funds in 
transit. They have an accepted, an established place in 
business routine. Not alone because of the security they 
bring to the use of checks—but for the saving of time; 
the saving of labor; and the simplification of routine they 
accomplish. They operate with modern speed! 

The new Century Protectograph is a model of sim- 
plicity, balance and speed. It is considered the greatest 
value ever offered in a moderately priced check writer. 
Offices throughout the business world have enthusias- 
tically welcomed this fast, versatile, adaptable machine. 

Todd Check Signers have relieved business executives 
of the tedious, time-wasting, expensive practice of sign- 
ing checks by hand. The Single Voucher Unit, for offices 
of moderate size, signs 1200 checks an hour. The Six- 
Unit Check Signer signs 7500 to 9000 checks an hour. 
Think of what such speed saves in executives’ time! The 
signature may be combined with a photograph or charac- 
teristic symbol and is the most nearly non-counterfeitable 
known. Banks, industries, municipalities and public 
utilities use and recommend Todd Check Signers. 

The Todd System of Check Protection is inseparably 
associated with modern business efficiency. Consult a 
Todd representative, without obligation of course, on any 
question of check preparation. If there is not a Todd 
office in your city, address a letter to us. The Todd Com- 
pany, Protectograph Division. (Established 1899.) 1137 
University Avenue, Rochester, N. Y. Sole makers of the 
Protectograph, Super-Safety Checks and Todd Greenbac 
Checks. 


The Protectograph eliminates a 
large percentage of all check frauds 
by preventing raised amounts. The 
Protectograph is made in a va- 
. riety of models, one for every 
check-writing requirement, priced 
from $22.50 up. Only Todd can 
make a Protectograph. 
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Todd Greenbac Checks, with their 
patented self-canceling features, 
eliminate another source of many 
check losses by preventing change 
of payee’s name, date and number 
and “‘counterfeiting.” Superbly 
printed or lithographed, they are 
made only to order, never sold in 
blank. 
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OVER A MILLION 


are in service 





Standard Forgery Bonds cover the 
remaining check-fraud possibilities. 
namely forgery of signature and 
Torgery of endorsement Qualified 
Todd users receive policies at the 
most advantageous discounts from 
the General Indemnity Corporation 
of America 














ing salable at any federal reserve bank 
are perfectly liquid and because of 
their nature, are extremely safe. 


A Trend Toward Artistic Buildings 


There is a very definite tendency 
in the construction of bank buildings. 
The modern bank building is not 
only cheerful and light, but in many 
eases is leading the way in architee- 
ture and artistic decoration. Not 
only have many monumental build- 
ings been constructed, but also many 
bank interiors are masterpieces from 
the standpoint of art and decoration. 
Banks are benefiting from this ten- 
deney too, for stockholders are find- 
ing that their holdings are growing 
in value following an investment in 
a modern building. 

Banks generally have expanded 
their working space in the main 
lobby by moving the bookkeepers to 
another floor. Systems of inter-floor 
communication have been put into 
use which make it possible for a 
teller at the window to get informa- 
tion from a bookkeeper on another 
floor, even without the depositor who 
is waiting knowing what has been 
done. The tendeney is very definitely 
toward a better service to customers. 

Advertising is trending toward 
more educational topics—topies that 
appeal definitely to the personai af- 
fairs of the business man and the man 
in the street. The result is, adver- 
tising is becoming a more important 
part of banking for it is producing 
more results. 

The tendency in new business work 
of banks is away from the old efforts 
to get more accounts regardless of 
what kind of accounts they were, and 
toward the effort to get more of the 
profitable type of accounts. In fact, 
many banks are developing technique 
which secures only accounts that will 
make a profit. 


Improvements In Vault 
Construction 


The construction of doors has 
changed greatly and the protective 
content of non-burn metal comprises 
approximately 70% while in the old 
days this was not even considered. 

The inerease in the holding of 
securities has greatly developed the 
safe deposit business during the past 
ten years. This has resulted not 
only in edueating people to the use 
of the safe deposit department, but 
also in emphasizing to bankers the 


great responsibility they assume 
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when boxes are rented for safe- 
keeping purposes. 

In reviewing the development of 
the security market during the past 
ten years the following points might 
be interesting : 

There has been a vast increase in 
the number of investors. 

There is a broader understanding 
of investment fundamentals. 

There is a greater variety in types 
of securities. For example the pop- 
ularity of the following have been 
developed largely in the last 10 
years: foreign securities, joint stock 
land bank bonds, collateral trust is- 
real estate 
trusts. 


sues, issues, investment 


Changes In Security Distribution 


There has developed a wider in- 
terest in junior securities resulting 
in part from the stoppage of supply 
after the war and even more perhaps 
from the pronouncement, which has 
proved true, that common stocks 
over a long period are really better 
investments than senior obligations. 

There is a much broader viewpoint 
on the part of banks generally to- 
ward bonds bought for inelusion in 
their own reserve accounts and for 
redistribution. 

There has been a rapid develop- 
ment of investment trusts. 

Improving investment conditions 
which began in the fall of 1921 re- 
flected the revival of business ac- 
tivity and the importation of gold by 
the United States on an enormous 
scale. The period of general pros- 
perity which commenced in 1922 
and which has lasted until the pres- 
ent time, undoubtedly brought back 
into the security market a very large 
number of small investors who had 
lost heavily in 1920. 

During most of this six-year 
period, there has been a steady ten- 
deney on the part of banks through- 
out the country to develop a retail 
distribution of securities to their 
own customers. Undoubtedly, this 
trend was facilitated by the fact that 
the bond market advanced with only 
minor recessions during most of that 
six-year period. 

Within the past year, a number 
of unfavorable new factors have en- 
tered the situation. First, money 
rates advanced, causing a decline in 
bond prices. Secondly, the margin 
of profit in bond distribution had 
been dwindling rapidly, which not 
only removed one of the strongest in- 
centives to the selling of securities 






by banks, but brought about inven- 
tory losses when bond prices dropped 
in the summer of 1928. 

Third, increasing public interest in 
speculation, and the new creed that 
stocks were a more desirable long- 
term investment than bonds, taken 
together with the actual decline in 
the bond market, caused many 
former bond investors to transfer 
their activities, wholly or in large 
part, to the stock market. 

During the past six months, there- 
fore, banks have found it more and 
more difficult to maintain the former 
level of activity in their investment 
departments, and at the present time, 
it is impossible to predict how soon 
the pendulum will begin in a more 
favorable direction. Probably inr- 
provement will be delayed until 
money rates have declined, and this 
ean hardly take place until the de- 
clining stock market has caused 
losses that will again bring to the 
public mind the advantages of a more 
conservative investment attitude. 

The only way in which the bond 
market could improve without a 
severe break in the stock market 
would be through the revival on a 
large scale of gold imports. Just 
now, it seems almost out of the ques- 
tion to expect that. 


Diversification Now The 
W atchword 


Up to and during the war, banks 
placed their deposits largely in local! 
loans except in the case of some of 
tle larger city banks. This proved 
su disastrous to the banking industry 
immediately following the war, in 
the depression of 1920 and 1921, 
that the bankers turned their atten- 
tion to a more diversified list of in- 
vestments and began to protect their 
depositors by a balanced list of bonds. 
This, together with the investor de- 
mand, created a wide and strong 
market for the bonds which were un- 
derwritten and distributed up to 
1927. 

During the past year and a half 
a large number of banks have sac- 
rificed their secondary reserves for 
the higher return to be obtained by 
placing money in the eall market. 
Many of them sold their bonds ecaus- 
ing a reduction in bond prices and 
stopping any great amount of new 
financing during the year 1928. 

An illustration of the wider dis- 
tribution of stocks is to be had from 
the record of the American Tele- 


(Continued on page 43) 
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A New 


Protection and Service 


| for savings depositors ‘of 
The Central National 





N its main banking rooms and in its branch, The Central 
National Bank of Cleveland handles all savings accounts 
with National Posting Machines. 


“The machines,” writes an officer of the bank, “give both the de- 

| positor and ourselves a protection that we could not otherwise 
obtain. The printed figures in the passbook, always identical 
with those on ledger card and journal sheet, are evidence of ac- 
curacy which the customer appreciates. 


“The change to this new system was made quickly and with no 
inconvenience, and as experience has shown, has been well worth 
while, both from our customers’ standpoint and our own.” 


Many other banks have gained the same advantages as the 

Central National through the use of the National Posting 

Machine. Our Bank Division at Dayton will be glad to explain 
in detail the advantages of this machine. 


| The National Posting Machine 


Product of The National Cash Register Company, Dayton, Ohio 
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HE ‘“‘combine’”’ cuts the 

grain and harvests it at 
one operation. This new 
machine is revolutionizing 
farm methods and reducing 
costs. 


HE wheat in this section is no 

longer cut green, but stands in 
the field until it is ripe. Then the 
farmer goes in with his ‘‘combine’’ 
attached to a tractor. It euts a 
swathe in the ripened grain 10 feet, 
12 feet, or 16 feet wide. <As the 
‘‘combine’’ is carried along behind 
the tractor, it cuts off the heads of the 
erain, threshes out the wheat kernels, 
separates the weed and other seeds, 
and places the threshed grain in a 
bin that is carried on the side of the 
thresher and holds from 25 to 60 
bushels. The straw is either spread 
across the field behind the machine 
to help fertilize the soil for next 
year, or is dropped in bunches to be 
picked up and used for other pur- 
poses. 

There is no binding of the grain; 
no men to follow and place the wheat 
in shocks; later toss it into wagons, 
place it in stacks and finally feed it 
into a thresher. Under the old har- 
vester plan, the wheat must be han- 
dled a number of times. Now, to 
use a common slogan: ‘‘Once over 
and it is all over.’”’ 

But, is this machine merely an- 
other minor aid to the farmer, or has 
it real significance as related to the 
farm problem? We will let Henry 
J. Allen, former governor of Kansas, 
answer this question for us. 

‘**No mechanical advancement,” 
says Ex. Governor Allen, ‘‘has ever 
wrought a revolution so nearly com- 
plete in any agricultural region as 
has the ‘‘combine’’ in the western 
wheat fields.’’ 

These new harvester-threshers bear 


“ec 
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Harvest Costs Cut In 


By GEORGE SEELEY 


but slight resemblance to the old 
ones. They are small and compact. 
They are mobile, light, and easily 
controlled. Two men can operate 
them. One or two additional men 


What The 


Combine Does 


Benefits 


1. It helps solve the farm 
migratory labor problem. 


2. It reduces the cost of 
harvesting wheat 50° to 
60%. 

3. It brings relief to the 
womenfolk of the farm from 
the extra labor and incon- 
venience of providing for a 
large harvest crew. 


New Problems 


1. It increases the risk of 
harvesting grain. 


2. It increases the seasonal 
demand for credit at harvest 
time from the Federal Re- 
serve Banks. 


3. It causes increased de- 
mands upon the railroads. 


4. It makes far more acute 
the lack of wheat storage 
space on the farms and in 
the small towns. 





Farm and Livestock Representative, United States National Bank, Denver. 


or boys are required to operate 
wagons or trucks that take the grain 
from the machine. 

Primarily, the ‘‘combine’’ has 
been made possible by the tractor, 
and the use of power applied directly 
to the thresher. The 
pulled by a tractor and usually has 
a gasoline engine of its own to supply 
power for its operation. 

Here are some of the things the 
combine is credited with doing: It 
helps solve the farm migratory labor 
problem. It reduces the cost of har- 
vesting wheat 50% to 60%. It brings 
relief to the womenfolk of the farm 
from the extra labor and inconven- 
ience of providing for a large harvest 
crew. 


Combine Cuts Harvesting Costs 


The savings, where combines are 
used under favorable conditions, are 
really enormous. I have seen records 
kept by more than a dozen farmers 
showing the comparative cost of 
harvest under the old and the new 
inethod. In every ease, the cost was 
reduced by as much as 50%, and in 
some cases 60%. I have seen a sworn 
statement of a farmer of repute show- 
ing that he earned the entire cost of 
his combine on the savings of two 
vears’ harvest. 

A western experiment station re- 
ported that with the use of this de- 
vice and other mechanical contriv- 
ances, the manual labor in wheat 
farming on a large seale had been 
reduced to two man-hours per acre—- 


a figure almost unbelievably low. 
(Continued on page 42) 
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Horseless 
Farmers 


| Now we know 5 


~ue «OFF 


i 


|e 


WO months ago we published the 

world’s first list of horseless farm- 
ers. We had just 200 names. Then 
things began to happen. Letters came 
flocking in from other horseless farmers 
all over the United States. 


Today we have a list of over 500 of 
them—500 men who are successfully 





Cultivating 4 rows with the Farmall 


We will be glad to mail you a folder containing the 
names and addresses of the first 500 Horseless 
Farmers, including information regarding their acre- 
age and the crops they raise. You will find every 
every kind of farming on the list. 


+ + + 


McCormick-Deering and Farmall Tractors, International 
Trucks, McCormick-Deering Engines, and many other 
lines of International Harvester Equipment are enabling 
millions of men to farm more easily and more 
profitably. Sold and serviced by McCormick-Deering 
dealers everywhere. 





International Truck with body for stock hauling 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


OF AMERICA 


(Incorporated) 


-MSCORMICK-DEERING 


TM ee Al SSS rns RN 
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The McCormich-Decring ’ Tractor eer Harvester-Thresher 


handling all their farm work by me 

chanical means alone, using McCor- 
mick-Deering tractor power. These 500 
men have progressed beyond the need 
of animal power; they have cut loose 
from methods that have prevailed for 
generations. They are trail-makers and 
leaders in the new age of power farming. 


These half-thousand farmers -are 
taking full advantage of the capacity, 
the economy, and the wide range of 
usefulness in mechanical power. They 
ride by automobile, haul by motor 
truck, use a small engine on the light 
jobs, and the tractor does all their field 
and heavy belt work. 


The experience of 500 horseless 


farmers offers a wealth of evidence of. 


what can be done with tractor power. 
Taken as a whole, it is a convincing 
demonstration that whatever the type 
of farm, whatever its size, whatever the 
section or crop, the high-grade tractor 
provides the power to carry on every 
operation in every season. 


Chicago, Illinois 
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Growin g 


RESOURCES 


December 31, 1928 


$49,673,572 


DEPOSITS 
December 31 
1926—$30,175,424 
1927 — $36,193,042 


1928 — $42,505,338 


CHICAGO 
TRUST 
COMPANY 


LUCIUS TETER 
Chairman 


JOHN W. O’LEARY 


President 


CHICAGO 






















Walter Head New Prcsbdent| 
State Bank of Chicago 








The new president of the State Bank of Chicago 


Walter W. Head, president of the Omaha 
National Bank, Omaha, Neb., and former 


president of the American Bankers As- 
sociation, will assume the duties of presi- 
dent of the State Bank of Chicago on 


March 1. Walter J. Cox was elected ex 
ecutive vice president; Oscar H. Haugan 
was elevated to the chairmanship of the 
board; and Leroy A. Goddard, formerly 
chairman of the executive committee, was 
made vice chairman of the board and his 
former position abolished. 

C. Ray Phillips, formerly assistant 
eashier of the Illinois Merchants Trust Co. 
was elected 


Knight, 


vice president; Samuel E. 
secretary of the bank, 
and William C. Miller, former trust officer, 
also were given the title of vice president. 
Gaylord S. Morse, Thomas G, 
Notheis, formerly assistant 
cashiers, were elevated to second vice presi- 


former 


Johnson, 


Joseph F. 


dencies. 

From 1906 to 1908 Mr. Head was state 
and national examiner, leaving this work 
to accept the cashiership of the American 
National Bank of St. Joseph, Mo., where 
he remained nine years. 

In 1917 he was elected vice president 
ot the Omaha National Bank and 
years later became its president. 


three 
He was 
president of the American Bankers’ As 
sociation 1923-1924, and prior to that 
time was president of the National Bank 
Division of the association. 


BLYTH & CO. the new name of 
Blyth, Witter & Co. which has its head 
office in New York. There is no change in 
personnel, 


is 
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Wiggin Warns Against Relying 
On Rising Stock Market 


; 


A warning that the government and the | 


business world should consider the possibil 
ity of a reduced national income when 
profits from capital appreciation are re- 
duced, is contained in the annual report of 
Albert H. Wiggin, chairman of the board 
of The Chase National Bank of New York. 


‘*To an undue extent, in recent years, 


the American people have been selling capi- | 


tal assets at a profit and necessarily treat 
ing the profit as income,’’ Mr. Wiggin 
states. ‘‘ Fortunately, they have recapi- 
talized by investing part of the profit, but 
not all has been recapitalized. A substan- 
tial part has been spent in current consump- 


tion, partly luxury consumption, and | 
the volume of consumer demand has | 
undoubtedly been  inereased _ thereby. 


Neither the Government nor the business 
world can afford to rely upon an indefinite 
continuance of a rising stock market 
30th should consider the possibility of 2 
reduced national income when profits from 
capital appreciation are reduced.’ 


Formation of an investment corporation 
with an initial paid-in capital of $50,000,- 
000 was announced today by J. & W. Selig- 
man & Co., one of the oldest international 
banking firms in the country. The new 
organization, which will be known as the 
TRI-CONTINENTAL CORP., is sponsored 
by the banking firm, which will make a sub- 
stantial investment in its securities, main- 
tain a close association with it and 
ticipate actively in its management. 
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Indiana Faces The Facts On 


Increased Banking Costs 


. 


A reproduction of posters used 
at the Indiana Bankers Conven- 
tion to start bankers thinking 
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Some Banker-Farmer Results In Marion County 
= jie] 


ANNUAL KRHUAET 





OW Miss Forba McDaniel, secretary of the Indiana Bankers Association, 
demonstrated the value of Banker-Farmer cooperation to the bankers 
attending the 1928 convention. This is a reproduction of a large poster. 
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Ask the Girls ~ 


They will tell you any old shade and even 
awnings may be all right for those close to 
the window, but Athey Shades let in a 
flood of soft mellow daylight to other parts 
of the room besides allowing fresh air 
from the upper window. Very often those 
close to the window do not realize what it 
means to work all day by electric light 
only and with practically no fresh air. 


Think over 
these features: 








They lower from the 
top and raise from the 
bottom. As light 
conditions change, the 
shades may be instantly 
adjusted in any desired 
degree to keep out the 
sun’s glare, yet letting 
in a soft glow of diffused 
light. Unlike awnings, 
which darken the room 
and make artificial !ight- 
ing necessary, Athey 
Shades utilize all of the 
available daylight, shad- 
ing out only the blind- 
ing glare. They are 
considerable aid in prop- 
er ventilation. Always 
the same distance from 
the windows—no flap- 
ping in the breeze, no 
noise, no catches, no 
springs. Made in any 
desired length and in 
widths to 16 feet. Sun- 
bursts furnished for 
circlehead or Gothic 
Windows, also operat- 
ing shades for skylights. 















































Give us the number and aver- 
age size of your windows and 
receive our estimate together 
with samples and colors of 
material. Complete catalog 
sent upon request. 



































ATHEY COMPANY 


6121 W. 65th St., Chicago 











PERENNIAL WINDOW SHADES Representatives in all Principal Cities 


and in Foreign Countries 
and Cloth Lined Metal Weather Strips 


































HAVE been very much'‘interested in reading 
the series of articles written by R. E. Porter, 











and have been a subscriber of THE BANKERS 
MONTHLY for several years. It is an excellent 


magazine and I hope to continue it always. 




















C. B. ALBRECHT, Mer. 


New Business and Advertising Dept., The South Carolina 
National Bank, Charleston, S.C. 
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Heuchling Joins Staff of 
Foreman Banks 


Fred G. Heuchling, formerly with the 
Northwestern Trust & Savings Bank, was 
recently appointed director of business ex- 
tension of the Foreman National Bank and 
the Foreman Trust & Savings Bank, Chi- 
cago. 

In this new connection, Mr. Heuchling 
will be responsible for the business de- 
velopment and advertising for both these 
fast-growing institutions, which showed 
total resources of over $144,000,000 on 
December 31, 1928. 

The imposing 42-story building at the 
southeast corner of La Salle and Wash- 
ington streets is now being completed by 
the Foreman Banks and is expected to be 
ready for occupancy early this summer. 





LEOPOLD A. CHAMBLISS has to his 
credit a most attractive booklet advertis- 
ing the Fidelity Union Trust Co. of Newark, 
N. J. The title of the booklet is ‘‘One 
Third Of The Population Of Newark,’’ 
and the point is made that every third 
person in Newark is a customer of the 
Fidelity Union. The services of the bank 
are outlined and the six branches, together 
with the main office, are played up by 
calling each branch an entrance. The 
North End Entrance, for example, is the 
North End Branch, and so on. 


HOWARD P. PRESTON, vice president 
of the Bank of Italy, will represent the 
bank in New York. He assumed his new 
duties January 2nd. Preston is also vice 
president of the Transamerica Corp., the 
billion dollar holding company for the 
Bank of Italy and its affiliated institu- 
tions. He occupies a similar post with the 
Bankitaly Co. of America, which is a con- 
solidation of the old Bancitaly Corp. and 
the National Bankitaly Co. 

The board of directors of AMERICAN 
EXCHANGE IRVING TRUST CO. has 
recommended to the stockholders, that the 
name of that institution be shortened to 
IRVING TRUST CO. 





33 Points on Selecting 
Purchased Investments 


(Continued from page 21) 


without delay. He will only buy 
when he is in funds, regardless of 
business eyeles or trade barometers. 
He is satisfied with his coupon so 
long as the quality of his bond does 
not decline. 

The investor for profit, while giv- 
ing full consideration to the ques- 
tion ‘what to buy,”’ is also influenced 
by “‘when to buy.’’ He knows the 
theory of the business eyele, which 
has been developed by learned econ- 
omists. 

He knows it consists of four main 
periods: Steady expansion of busi- 
ness, prosperity, liquidation, depres- 
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sion. Broadly speaking, securities 
begin their advance in time of de- 
pression and continue until the lat- 
ter part of the period of prosperity, 
when the downward movement com- 
mences and lasts nearly through the 
period of liquidation. The investor 
who recognizes these cycles may 
profit from year to year by chang- 
ing from long term bonds to short 
maturities and back again, and at 
the same time enjoy a high measure 
of safety. 

In the formulation of an invest- 
ment program, the investor might 
well keep in mind certain general 
fundamental principles. The higher 
the rate, the lower the security, is 
applicable to bonds as to other types 
of investment. If large interest re- 
turns are required, you must forego 
something of safety or something of 
marketability. Your investments 
might prudently be a compromise be- 
tween the desire for income and the 
necessity for other fundamental 
qualities. 


How Diversification Helps 


Don’t keep your eggs in one 
basket. While diversification affords 
no substitute for the use of intel- 
ligence in selecting securities, it does, 
in a measure, protect against the con- 
sequence of unforeseen misfortune in 
business. Distribute your commit- 
ments as to the type of bond, the 
geographical location, and the matu- 
rities. 

A bond may be known by the com- 
pany it keeps. Reputable high-grade 
investment houses carry their re- 
sponsibilities to their customers very 
seriously. Their advice and recom- 
mendations are entitled to consider- 
able weight. You must have confi- 
dence in the opinions of some finan- 
cial experts. Choose them with eare. 

Don’t guess when investing. <An- 
alyze the relative merits of a bond. 
Seratch the surface and see just what 
is behind it. Serutinize the com- 
pany’s past record; investigate its 
present management; try to visual- 
ize its future welfare. Don’t try to 
guess the exact month to buy nor the 
exact month to sell. Business trends 
and price swings are not confined to 
single months, nor to single seasons. 

The statement might be made that 
because there is available today such 
an abundance of vital information 
concerning investments, the investor 
can, with reasonable certainty, keep 
his funds profitably and prudently 
employed. 
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31 Nassau St. 





MORE PROFITABLE 
NEW SAVINGS 
ACCOUNTS PER 
DOLLAR OF 
EXPENSE THAN BY 
ANY OTHER PLAN 


HIS is a strong statement but it is 
what many bankers say about our 
service, after once using it. 


The proof of it is that they are asking 
us to come back again, after ample 
opportunity to study results and costs. 


It does not require a salesman to sell 
them a second time. They are writing 
us of their own accord. 


One banker writes, ‘‘At a meeting of 
our Executive Committee, held yester- 
day, the officers were authorized and 
directed to enter into an agreement to 
have a campaign in a general way just 
like the previous one which was so suc- 
cessful.’’ This from a 30 million dollar 
institution in a city a little over 100,000. 


Your 1929 program may profitably in- 
clude work of our kind if you are 
interested in securing a substantial vol- 
ume of new accounts at low cost. 


Space limitations naturally prevent our 
giving full details here, but if you will 
drop us a line we shall be glad to send 
complete information, at once, without 
obligation. 


BANKERS DEVELOPMENT 
CORPORATION 


New York, N. Y. 
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Pettus the Brighter Side 


of a Serious Subject in 


Trust Advertising 


ActTIvE, normal people usually prefer to think 
about living. Therefore, rather than a ceremony 
preparatory to one’s demise, making a will should 
be presented in brighter and more inviting terms, as 
something that contributes to the testator’s ease-of- 
mind and happiness. 







Successful trust copy calls, not only for skill in 
interpreting trust functions in an interesting way. 
but for unusual adroitness in maneuvering for reader 
attention. Ability in this direction is developed only 
by long experience in the preparation of trust copy 
and in observing its results. 









Our new trust advertising is the presentation of this 
serious subject in a bright, attractive yet dignified 
manner. It is unusually distinctive, offering a variety 
in form, color and design seldom attempted in adver- 
tising of this kind. Moreover, it provides for writing 
copy especially for each individual institution. 









Trust executives to whom the new Collins trust 
advertising has been presented endorse it as the 
outstanding accomplishment in its field. 






We believe that you, too, will find an inspection 
of this new material and service interesting, and 
perhaps just as beneficial to your institution. 


THE COLLINS SERVICE 


Financial Advertising 


1518 Walnut Street 


PHILADELPHIA 
Production Plant: 226-240 Columbia Avenue 

































HE article “What a stockholder can do for 

his bank” is certainly a very splendid article, 
and it looks to me like it is very valuable. 

I herewith enclose cashier’s check for $20 and 
will ask that you send me 1000 copies of the 
article. 


| F. E. GUNTER 


President, Liberty Central Trust Co., St. Louis, Missouri 

















Readers wiil confer a favor by mentioning THE FEBRUARY, 1929 BANKERS MONTHLY when writing to our advertisers 





Harvest Costs Cut In Two 


(Continued from page 36) 
These successes took place, of course, 
only when weather conditions were 
ideal. 

We must not infer for a moment, 
however, that the combine has taken 
its place in farm operations without 
considerable strain and difficulty. It 
nas added considerably to the risk of 
harvesting grain. Hail and high 
wind have always been grave dangers 
in the harvesting of western wheat. 
The season when these two dangers 
are greatest is at the time when wheat 
naturally ripens in the field. Many 
times farmers with a wonderful crop 
standing in the field have been 
‘*hailed out’’ before the crop could 
be harvested. Every additional da) 
that the wheat stands in the field, 
this risk increases. Where the com- 
bine is used, the farmer must wait 
during a very dangerous period for 
the wheat to ripen. 


GUARANTY TRUST CO. of New York, 
with total resources of $1,052,211,198.39 
as of December 31, 1928, exceeds a billion 
dollars in assets for the first time in its 
history. The new total figure compares 
with resources of $838,129,668.17 shown in 
the company’s last published statement, 
September 28, 1928, and of $850,300,359.88 
on December 31, 1927. 

When the UNION TRUST CO., Cleve- 
land, made President J. R. Nutt chairman 
of the board, they also promoted the 
following officers from assistant vice presi- 
dent to vice president: T. J. Champion, 
J. H. Clark, A. C. Coney, and C. B. Lincoln, 
Grover H. Hull was promoted from assist- 
ant trust officer to vice president. 





RUSSELL H. TOMPERT, vice presi- 
dent of the Winters National Bank, Day- 
ton, Ohio, has been chosen president to suc- 
ceed S. Rufus Jones, who resigned on ac- 
count of the pressure of other business. 
Mr. Tompert, who is 36 years old, is be- 
lieved to be the youngest president of a 
bank of such size as the Winters. 


THE CENTRAL NATIONAL BANK 
of Cleveland is increasing its capital stock 
by $2,100,000 through the issuance of 7,000 
additional shares of stock. $1,000,000 will 
constitute the original capital of a new 
investment company. 





THE BROOKLYN TRUST CO. and the 
MECHANICS BANK OF BROOKLYN 
will shortly be merged under the trust com- 
pany’s charter, thus bringing together in- 
stitutions which have aggregate resources 
of approximately $155,000,000 and operate 
17 branch offices throughout Brooklyn. 


THE BANKERS TRUST CO. of N. Y. 
recently elected W. A. Henderson, vice 
president. 
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1928 is Record Year for 
Combine Sales 


Approximately 21,000 combined harves 
ter-threshers were purchased and put into 
use by grain growers of the United States 
during the past season, compared with 
some 13,000 in 1927, a survey recently com- 
pleted by the research department of the 
National Association of Farm Equipment 
Manufacturers shows. 


THE NATIONAL BANK OF BOSTON 
has an unusually interesting year-end re- 
port. For some time it has been recognized 
as the largest bank in New England, but 
its current statement shows for the first 
time resources totaling over, half a billion 
dollars. This represents a _ substantial 
growth during the past year. 

A. H. Griswold, executive vice president 
of the Postal Telegraph & Cable Corp. and 
J. S. Traphagen, vice president of the 
Seaboard National Bank, have been elected 
directors of the Seaboard National Bank, 
New York. 

THE BANK OF THE MANHATTAN 
CO. is inereasing its capital from $15, 
000,000 to $16,000,000 to provide for a 
merger with the First National Bank of 
Brooklyn and the Bronx Borough Bank. 





C. B. TAILBY, previously comptroller, 
has been elected vice president of the 
Bankers Development Corp. of New York 
and will devote his entire time to the Adap- 
Table System of accrual accounting and 
audit control, which is widely used by finan 
cial institutions. 


THE NATIONAL BANK OF THE 
REPUBLIC, Chicago, announces that Ed- 
ward P. Vollertsen, formerly vice president, 
has been appointed vice president and con- 
troller. Howard M. Donovan, Melville 8. 
Newcombe, and George J. Smith, were 
made assistant vice presidents, and Jerome 
A. Ditillo and Mahlon E. Shanahan, as- 
sistant cashiers. Reuben D. Beckett was 
made assistant trust officer. 


Banking Trends Since 
The War 


(Continued from page 34) 
phone and Telegraph Company. At 
the beginning of 1921 this company 
had 139,000 stockholders and the av- 
erage holding was 32 shares. At 
the beginning of 1929 there are more 
than 450,000 stockholders with an 
average holding of 28 shares. 

The United States is not the most 
thrifty country in the world but dur- 
ing the past decade it has made ad- 
vances in savings. For example the 
American Bankers Association re- 
ports that for the entire United 
States there has been a gain of 
113.5% in savings per inhabitant in 
1928 over 1918. 
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vistas in the largest single 
banking room in the world— Resources over $300,000,000 
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$1,000,000 in 
New Deposits 
in 63 days! 


HE Commercial Savings Bank 
and Trust Company of Toledo 
secured more than a million dollars 
of new deposits and sixty Trust 
Accounts during the first 63 days of 
an organization Selling Campaign. 


The above figures include only new 
customers produced directly as a 
result of the campaign, and do not 
include accounts received in the reg- 
ular course of business. 


No professional solicitors, coin banks, 
advertising or premiums were used. 


Would you like to know how this 
bank achieved such results? 


T. HARRIS SMITH ASSOCIATES, Inc. 


231 South LaSalle Street 
CHICAGO 





AM interested in the Baudette Bank and want 
the cashier there to read your magazine reg- 
ularly and am especially interested in having him 
read several of the good articles in the November 























issue. 










R. M. SKINNER 


Cashier, The Gogebic National Bank, Ironwood, Mich. 
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Ask For Larger Balances 
(Continued fiom page 23) 
they have been lax in this, they have 
done so as a result of ignorance more 
than from any intention to defraud 
or to make it difficult for the bank to 
earn a reasonable profit. 

The advertisement reproduced 
with this article is typical of the 
copy we are using. We are making 
it extremely personal and appealing 
to common experiences of all who. 
deal with banks. In our copy, we 
are driving home three important 
things. One is, the keeping of a 
larger balance; the second is, reduc- 
ing the use of free service; and the 
third is, reducing the requests for 
drawing against uncollected funds. 
These three points are mentioned in 
different connections. In one piece 
of copy that has the heading ‘* How 
a Large Bank Balance May Be a 
Lusiness Asset in the Time of Need,’’ 
these three points are presented as 
follows: 


1. Watch your account. | Your 
bank expects you to earry a fair bal- 
ance, depending on your means. It 
expects you to stay several hundred 
dollars ahead instead of several hun- 
dred dollars behind. Establish a 
reputation for fair dealing. 

2. Do not force your bank to give 
you too much free service. It costs 
your bank money each time you 
draw a check. This cost must be 
offset by a fair balance on your part. 


3. Do not overdraw, or ‘‘draw 
against uncollected funds.”” When 


you deposit a check in your account, 
it is not cash until it has gone to the 
bank on which it was drawn and the 
funds returned. If you draw out the 
money before the funds are returned, 
you are foreing your bank to lend 
you money without paying it interest 
or signing a note to protect it if the 
check is not good. 


In addition to the advertisements 
in the newspapers, we carry out this 
same idea in other mediums. For 
example, we employ 88 billboards 
with the following copy: ‘‘A larger 
bank balanee—building up your 
checking account means better stand- 
ing in time of need.”’ 


This same copy has been repro- 
duced on a blotter which is given 
wide distribution. We are definitely 
committed to this type of advertis- 
ing and are pushing it in every 
medium that we use. 





A Suggestion For The 
Development of The New 
Business Department 


An interesting addition to the 
literature on developing the new 
business work of banks is the con- 
tribution of Angie Graham Kimber- 
land of Forest Hills, Long Island, 
New York. This is a compilation in 
the form of a thesis by which Miss 
Kimberland won her M. A. degree at 
Columbia University. The following 
is an outline of the thesis: Survey 
of the field, Old methods of securing 
new business, New methods, The new 
business department, The bank sales 
director, Plan of organization, The 
central file, Analysis, Quantitative 
analysis of departments, Aid to ad- 
vertising, Cost, Policy defined. 

The thesis comprises some 29 pages 
and is based upon investigation and 
is accompanied by a bibliography 
containing 57 references. This manu- 
seript is on file in Columbia Univer- 
sity, New York City. 


Interesting Report of 
Chemical National 


Perey H. Johnston, president of the 
Chemical National Bank of New York, in 
reporting to the stockholders of the bank 
the inerease in deposits and resources for 
the year 1928, has the following interesting 
paragraph: 

‘*There are, at present, 820 members on 
our staff, of which 57 are officers. We have 
1,658 shareholders. The board of directors 
and the management pledge themselves to 
a continuation of those conservative policies 
and sound principles which the vicissitudes 
of 105 years have tested and found true; 
to the same eare in administration which 
is founded upon a desire to serve well the 
interests of our customers; to the same 
loyalty to trust which has gained the con- 
fidence of the business world; and finally 
to uphold those traditions which are our 
richest heritage. 

The bank’s total resources as of Dee. 
1928 are reported to be $289,415,484. 
Several interesting items in the statement 
are as follows: Capital stock $6,000,000; 
surplus $19,000,000; undivided profits $1,- 
294,212.40; acceptances $20,815,683.15; 
acceptances of other banks sold with our 
endorsement $15,152,550.54. The deposits 
are divided into two items as follows: In- 
dividuals $145,711,878.30 and banks $63,- 
185,058.14. 
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The year-end statement of INTERNA- 
TIONAL ACCEPTANCE BANK, INC., 
reflects an interesting year, both from the 
standpoint of profits and volume of busi- 
ness transacted. The balance sheet, dated 
Dee. 31, 1928, shows total resources of 
$132,765,894, the highest ever reported and 
comparing with total assets of $121,517,- 
562 on June 30, 1928. 





extra fine 
extra fast 
extra fare 





daily between 


Chicago and California 


Saves a Business Day 


on The Chief seems to 


have garnered much of Cal- 
‘eu memaiian ifornia’s compelling charm. 
$8 from Kansas City As you step into its spacious 
cars complete in a _ perfec- 
eee smeeed tion of readiness, you are 
at once captivated by that 
sensation of well-being, of 
all-permeating comfort and 
enjoyment, which is the 
very essence of California. 


Santa Fe—Fred Harvey 
“fall the way.”’ 


For further details apply to 


J. R. MORIARTY, Division Passenger Agent 
Santa Fe Ry. 
179 West Jackson St., Chicago, IIl. 
Phone: Wabash 4600 
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The Halls of Finance 


The First National Bank, Louisville, Ky. 


The fifth in a series of pictures showing 
some of the most modern banking rooms 


NSTEAD of providing a spacious 

lobby, the First National Bank of 
Louisville planned a homey style of 
banking room. 

The building is in the form of an 
‘-L’’ and this influenced, somewhat, 
the plans. The ceiling is not as high 
as would have been used in the 
spacious type of construction, yet 
there is clear vision in all parts of 
the room, because of the absence of 
tellers’ cages. The low type of 
counter adds a certain character to 
the room that has brought many 
pleasing compliments from _ eus- 
tomers. 

Perhaps the outstanding feature, 
however, is the American walnut 
finish. A photograph is hardly 
adequate to convey the attractive 
appearance of American’ walnut 
trim, but those who have seen it 
know that it has a character all its 
own. 
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Features In This 
Bank Interior 


. Soft, restful tone of 


American walnut 


2. A homey atmosphere. 


3. Indirect lighting 


. Low counters instead of 


cages 
. Colonial simplicity 


. Clear vision throughout 


the entire bank 





The appropriate Colonial style was 
used throughout the bank and the 
officers’ desks are replicas of the 
desk on which the Declaration of 
Independence was signed. The di- 
rectors’ room is particularly attrac- 
tive because of the Colonial style 
fireplace, the Dunean-Phyffe table 
and the Chippendale chairs. The 
lighting fixture in this room is also 
a reproduction of the candelabra in 
Independence Hall. In addition, the 
fireplace and arched windows add to 
a very homelike atmosphere. 

There are 26 square columns in the 
banking room and the dusky beauty 
of the American walnut in these 
columns is set off by the buff plas- 
tered walls. 

The title and trust department is 
located on the second floor and the 
directors’ room and a community 
room oceupy the third floor. 
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GEORGIA MARBLE 


“The soundest investment we have ever made” say banks that 


have used Georgia Marble... . and decades of use prove it. 




















CITIZENS AND SOUTHERN NATIONAL BANK, SAVANNAH, GEORGIA 
UFFINGER, FOSTER & BOOKWALTER, ARCHITECTS 


Bankers were among the first to recognize the advantages of having 
distinctive buildings. The Citizens & Southern Bank, though built 
nearly 20 years ago, bears the stamp of stability and modern efficiency. 
. . . Buildings of sound design carried out in Georgia Marble do not 


“pass out of style with the season.” 


An illustrated book, ‘‘Examples of Bank Work 


in Georgia Marble’’ will be sent upon request. 


THE GEORGIA MARBLE COMPANY - TATE - GEORGIA 


1328 Broadway 815 Bona Allen Bldg. 456 Monadnock Bldg, 512 Construction Industries Bldg. 1200 Keito Bldg. 
NEW YORK ATLANTA CHICAGO DALLAS CLEVELAND 
fae coke mi SR TNE ED oe ae ee 
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— in St. Louis ~ 


HEN you need to employ the banking or collec- 
W:.. facilities of a St. Louis institution, call on the 
National Bank of Commerce in St. Louis for service. 
Banks in all parts of the United States have found they 
obtain from us a thorough covering of the St. Louis 
Area through a well-organized credit department and 
a capable investment subsidiary. 


RESOURCES NEARLY $100,000,000 


National Bank of Commerce 


and in St.Louis 


Federal Comm Trust 


BROADWAY OLIVE TO PINE 








fiest IMPRESSIONS 


are often lasting 
~. and they must be good 


22. “The entrance to the Bank 
‘3 should be attractive, inviting, 
 friendly.Only the especially 
gifted designer can accom- 
= ~ plish such a result. 


Consult us without cost or obligation 


I.D. Lacy Company 


Designers and Constructors of Bank Buildings 
1206 SYNDICATE TRUST BLDG. ST.LOUIS,MO. 


» 
SEND FOR OUR BOOKLET “DISTINCTIVE BANK BUILDINGS’ 


Seven distinct 
departments 
built for service: 


Commercial 
Savings 
Trust 
Investment 
Foreign 
Credit 
Safe Deposit 








HAVE followed the various articles in THE 
BANKERS MONTHLY very carefully. 


They are also read by our office force, each one 


initialing the magazine upon completion of its 
reading. 


GEORGE J. SCHALLER 


President, Citizens First National Bank, Storm Lake, Iowa 


— 
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Mississippi Valley Merchants 
Trust Co. Name of Merged 
St. Louis Banks 


The merger of the Mississippi Valley 
Trust Co. and the Merchants-Laclede Na- 
tional Bank of St. Louis was announced jy 
the January BANKERS’ MONTHLY. More 
details are now available, including the 
name of the new institution, which is the 
Mississippi Valley Merchants Trust Co, 

An interesting adjustment in capital, 
surplus, and undivided profits is that the 


capital set-up of the new institution will | 


be less than the combined figures of the 
present banks. If the capital, surplus, and 
undivided profits of the two banks before 
they were merged were to be made the 
capital set-up for the new institution, the 
amount would be $12,201,581. As it is, the 
capital, surplus, and undivided profits will 
total $8,500,000. This will be divided as 
follows: $5,000,000 capital, $2,500,000 sur- 
plus, and $1,000,000 undivided profits. 

Book value of the stock will be $170 a 
share with a total of 50,000 shares out- 
standing. At present there is a total of 
47,000 shares outstanding in the two in- 
stitutions. The book value of the Missis- 
sippi Valley Trust Co., based on standing 
of October 3rd, is recorded to be $280.50. 

The book value of the Merchants-Laclede 
as of the same date is $222.65. 

It has been announced by President 
J. Sheppard Smith, that about $3,701,581 
will be distributed to the stockholders of 
both institutions from time to time. 

Mississippi Valley stock has been paying 
16%, and an extra is declared at Christmas 
time of 4%, bringing the dividends of 1928 
up to 20%. Mr. Smith has announced that 
it is expected that at least 15% will be 
earned on the new stock, besides satisfac- 
tory additions being made to undivided 
profits. Deposits of the two institutions 
total between $60,000,000 and $65,000,000. 


Foxcroft Serves National 


Park For Fifty Years 


Frederick O. Foxeroft, cashier of the 
National Park Bank of New York has 
rounded out 50 years of continuous service 
for that institution. 

Mr. Foxcroft entered the employ of the 
Park Bank as a messenger in 1879, when 
the bank had but 100 employes as com 
pared with 716 today. The president of the 
institution at that time was James L. 
Worth and Ebenezer K. Wright was cashier. 

Reviewing the past half century of bank- 
ing history in New York, Mr. Foxcroft re- 
calls that, the first adding machine to be 
used in a New York bank was installed by 
the National Park Bank. In _ banking 
circles it created a great deal of interest 
and, at the same time, no small amount of 
ridicule. Difficulties were encountered in 
the first few days of operation and a great 
many employes of the bank felt that the 
adding machine was just a novelty which 
would never be of any practical use. 

Mr. Foxcroft also witnessed the installa- 
tion of the first telephone in the National 
Park Bank. For some time the bank 
boasted only one instrument and permis- 
sion had to be obtained from an officer 
whenever employes wished to use it. 
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Valler i Lucius Teter, chairman of the board of 

le Na ; the Chicago Trust Co. has been elected 

ced in chairman of the board of the Old Dearborn 

Ses v State bank, the loop institution in which 

& the the trust company recently aequired a con- 

is the t trolling interest. R. A. Drum was elected 

Co. ’ president. 

ipital, At the stockholders’ meeting a number 

it the k of business men prominently connected with 

1 will | the development of the northeast loop 

f the section, which has followed the construc- 
, and tion of Wacker drive, were added to the 
efore beard of directors of the Old Dearborn 
° the bank. The new directors are; Lucius Teter, 
. the C. H. Chadwick, C. H. Fox, H. N. Gifford, 
3, the B. A. Massee and C. M. Moderwell. The 
: will board promoted C. R. McEldowney from 
das assistant vice president to vice president 
| gur- and A. F. Whitehead, cashier, to vice presi | 
3. dent and eashier. | 

70a | ccnainansec | 

out- § THE SOUTHERN BANKER with its 

of January number, begins its 25th year and 
Bese this is celebrated with an anniversary issue 
— ; appropriately bound in silver. Haynes 
ling MeFadden, the publisher, is to be con- 

00, gratulated both upon this issue and upon 

lede § the success of the magazine during the 

past quarter century. Publisher and pub- 
lent lication are powers for good in the South 
pal and for the South as well. 
| Of 
¥ 

ing | LYMAN E. WAKEFIELD, president i 

nas of the First National Bank of Minneapolis, | 
928 f will sueceed Elbridge C. Cooke as chairman 
hat of the board of the First Minneapolis | ~ 7 | 
be Trust Co. M. O. Grangaard, formerly as- SOUTH IDE NATIONAL BANK | 
ac- sistant vice president of the First National St. Louzts Ma. 

led Bank becomes vice president of that insti ° 
yns tution. Its capital stock is to be increased Ten-Story Burtpinc CoMpPLETED IN TEN Montus 
00, by $500,000 and the par value of shares 


FROM STARTING DaTE 
on 


reduced from $100 to $20. } 





The board of directors of the FEDERAL | 


RESERVE BANK of New York have desig 
nated William C. Potter, president of the 
Guaranty Trust Co. of New York, to serve 
as a member of the Federal Advisory 


The above structure, of modern set-back design, 
completely dominates its surroundings, and is a 
fitting home for one of the leading outlying banks 


™ : Council from the second federal reserve in St. Louis. 
district for the year 1929 to succeed James . + os 
ns 8S. Alexander, chairman of the National Our clients originally contemplated a four-story 


Bank of Commerce in New York, whose 
term expired on December 31, 1928. 


building, but our preliminary survey showed that 
a ten-story building would be more profitable in 


the community where it was to be built. 

Stockholders of the GUARDIAN TRUST i 
CO., Cleveland, in annual meeting Monday, 
ratified the plan to increase the bank’s 
capital from $4,000,000 to $7,000,000 and | 
surplus from $6,000,000 to approximately 
$9,000,000. 


en eee 


Our service, which includes Complete Preliminary 
Surveys, Architectural Design, Engineering, Con- 
struction and Interior Equipment, is fully explained 
in our Preliminary Service Booklet. 


Copy will be sent on request. 


ST. LOUIS BANK BUILDING 
AND EQUIPMENT COMPANY 


Designers, Engineers and Builders for Banks Gxclusively 
CHICAGO +77 SAINT LOUIS +77 MEMPHIS 


Approval was recently given to a redue- 
i tion of the par value of the stock of the 
Chelsea Exchange Bank of New York from 
$100 a share to $25. The stock will be ex- 
changed on the basis of four shares of the i 
new for each share now held. 


— ae rw. ae eh Cr 
re 


THE NATIONAL BANK OF COM- 
MERCE of New York announces the elee- 
tion of William Reid and Edward H. Rawls 
to vice presidencies. 
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“Sit UP” 
easily 


Here’ to Fritz Cross 
And their Ef+C chair, 
It makes you 
sit straight — 
And for work 
* we we 
youre sure there. 





This is No. 100 Stenographer’s Chair 
(swivel) genuine Spanish leather up- 
holstering, optional new saddle seat, 
Rubroid oil-less casters, standard olive 
green finish; height 17” to 21 1-2". 


Individually 
Adjusted 


so that the worker is comfort- 
ably seated and supported in 


the correct posture. It 
costs no more to correctly 
seat your office or factory 


workers, and it pays big divi- 
dends in increased efficiency. 


Eff & C 


“Scientifically Correct Chair” 


Address your inquiry to 
your office furniture dealer or 


The Fritz-Cross Company 


Manufacturers 


Guardian Building 
Saint Paul, Minnesota 





| 





National Bank of Commerce 


and Mercantile Trust Merge 


MERGER of 


Commerce in 


The 
St. 


National Bank 
Louis and the Mer- 
cantile Trust Co. has been approved by the 
directors of each bank and the reeommenda- 
tion will be passed on to the stockholders 
for action. 

If the consolidation is ratified, the new 
bank will be the largest in St. Louis and 
in the southwest portion of the United 
States. Its total resources 
than $164,000,000. 

A statement signed by John G. Lonsdale, 
president of The National Bank of Com- 
merece and George W. Wilson, president of 
The Mercantile Trust Co., following a joint 
meeting of directors on January 15, said: 

‘*The directors of the National Bank of 


will be more 


Commerce and the Mercantile Trust Co. 
have agreed to recommend to their re 


spective stockholders the consolidation of 
the two institutions. The capital, surplus 
and undivided profits recommended 
$17,500,000, of which $9,812,500 is to be 
contributed by the National Bank of Com- 
merece, and $7,687,500 by the Mercantile 
Trust Co. The capital may be increased, 
the contributing ratios of each bank to re 
main the same. The shares of stock in the 
new bank will be divided equally between 
the two contributing banks. 


are 


The new insti- 
tution will be housed in the present quar 
ters of the Mercantile Trust Co. The land 


* * 


Kelly Becomes Chicago Trust 
Vice President 


Lucius Teter, formerly president, has 
been elected chairman of the board of the 
Chicago Trust Co. and John W. O’Leary 
William J. 


will succeed him as president. 








WILLIAM J. KELLY 
Vice President, Chicago Trust Co. 


Kelly, T. H. Golightly and Joseph A 
Duner are newly elected vice presidents. 
Mr. Kelly, who is in charge of the bank- 
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of 


and buildings of the National Bank of Com 
merce will belong to the new bank and be 
retained for the present. 

‘*The plan contemplates the payment to 
the stockholders of the National Bank of 
Commerce of approximately $5,500,000 in 
liquidation of surplus assets, equivalent to 
$55 per share. The stockholders of the 
National Bank of Commerce will receive 
for each share now held approximately $55 
from assets to be liquidated and one-half 


share of stock in the merged bank. The 
stockholders of the Mercantile Trust Co, 


will be returned approximately $4,312,500 
or $143 per share, and in addition one and 
two-thirds shares of stock in the merged 
bank for each share held. 

‘* According to the last published state 
nent, the capital of the National Bank of 
Commerce is $10,000,000, divided into 100, 
COCO shares, and it 
divided 
the Federal Commerce 
304,628. 
tal of divided 
shares, and surplus and undivided profits 
$9,234,870. 


has a surplus and un 


profits, including investments in 
Trust 
The Mercantile Trust Co., a capi 


$3,000,000, 


Co., of $5, 


into 30,000 


of 

‘*A joint committee from the two banks 
will be appointed to work out the details 
of the merger, including the name of! the 
merged bank and the personnel of its of 


ficers.’’ 
* * 


ing department of the Chicago Trust Co., 
reached his 30th birthday January 19, and 
is believed in La Salle Street to be one of 
the youngest bank executives in America. 


Increased profits for 1928 are reported 


by both the ILLINOIS MERCHANTS 
TRUST CO. and the CONTINENTAL 
NATIONAL BANK, which will soon be 


merged under the name of the Continental 
Illinois Bank and Trust Co. Net earnings 
of the Illinois Merchants for the year were 
$7,780,631.16 or 51.87% the capital 
stock of $15,000,000. Earnings of the 
Continental amounted to $8,747,214.54, or 
24.9% on eapital. 


on 


Guardian Detroit Bank Opens 
New Building 


With the oceupation of its monumental 
building the first of the year, the Guardian 
Detroit Bank of Detroit distributed 
historic booklet entitled ‘‘Le Détroit 
Grandes Aventures. ’’ 


an 
Des 
It outlines in story 
and picture the development of Detroit 
from the time of the first visit of Cadillae 
to the present day. 

An interesting pictorial feature is a 
large sheet bound in the middle of the 
book which contains pictures of Detroit in 
1818, 1918, and 1928. The contrast be- 
tween all of these pictures is remarkable, 
but especially fascinating is the comparison 
of the sky line of 1918 with 1928. The 
almost-unbelieveable construction program 
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; is so clearly shown in these two pictures 
e that anyone in looking upon them must 
have greater respect for Detroit. 

Naturally, since the Guardian Bank 
P ’ puilding is the tallest and most prominent 
in the picture, genuine good will is being 
puilt by this illustration. The Guardian 





("oO P P 
= Detroit Bank and H. B. Grimm, in charge 
Ube § of publicity and publie relations, are both | 
t to be congratulated upon this suecessful " 
. be publication. _ | 
0 in 
it to . sre N. bd « be « , S 
First National Company In St. =n ws 


counter and its 
vault thus frank- 


we { Louis To Open New York Office servativesecre- 


eive cy finds no place 


gs | » First National Co. » investme! . ; 
$55 The First National 0, the investm ut in this visibly ly exposed, it 
half division of the First National Bank in St. modern banking looks progressive. 
The Louis has announced the opening of a | room. With its 

Co. New York office, as of January 1), 1929, | 

500 

and 


gerd 
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Showing Your Faith 


HEN you must fill a vacancy—make a promotion—in your 

bank, what a satisfaction it is to find the “logical man” right 
at hand. He differs from the others by having sufficient ambition 
to have — himself ahead of time for added responsibilities 
by having faith enough to have invested time and energy in his 
future. 


Banks can well exercise that same sort of faith and ambition. 
Many a business man is looking for the logical bank to handle cer- 
tain business, and will place it with the bank that is evidently pre- 
pared to handle it. 

Recent years have added much to the scope of bank’s activities. 
Future years will add more. The banks which are £nown to be pro- 
gressive will be offered the opportunities. 

Important, among the signs of progressiveness in a bank, is the 
question of modern banking quarters. An up-to-date and properly plan- 
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. OLIVER G. LUCAS 
d In charge of the New York office of 
f The First National Co., the invest- 


ment division of the First National pe P ; 
. Bank in St. Louis. ned bank building does more than make it easier to operate efficiently. 


It tells the public, silently and powerfully, “Here is the logical bank.” 





which will be in charge of Oliver G. Lucas, 


formerly vice president of the First Na TILGHMAN MOYER COMPANY 


tional Bank, and recently elected vice presi 


deih of the Firet National Co. The Design, Construction and Equipment of Bank Buildings 
The new office will be known as the | ARCHITECTS .« ENGINEERS 


‘*First National St. Louis Corporation’’ 


a 


which was organized by the First National 


. . . ° - 7 > 5 b 7 1S ¢ 4 - 
ie G6 Sonia tc canes do Sis eae a [ por the bank's building is able to influ TILGHMAN Moyer ComPANy, Allentown, Pa. 


ence its business is discussed in the booklet Gentlemen: Without obligation, please mail 





orrespondent, and is located at 20 Pine St., “Basha; ” “Ratha: . 

chs of ee has + tn — as i | “Building the Bank for Business.”” Many me a copy of “ Building the Bank for Business.” 
(ee NSE SASS Deeg). | actual photographs illustrate the text. Plans 

Mr. Lueas is well known in the New York | of recent buildings are included. Name: 

territory, having been connected with the | . The third edition, made necessary by the 

National City Bank of New York, before number of requests from bankers for this Address : seas 
joining the First National Bank in St. | booklet, is revised with up-to-date data and 

Louis. | illustrations. The coupon will bring you a 


The purpose of the New York office, is | Copy, without obligation, by return mail, a - ——_—_——. 
to have an official representative in the 
East to look after the growing interests of 
the First National Co. and to be in closer 
contact with the financial center of the | 
country. 
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SOLOMON A. SMITH, president of the | 
} Northern Trust Co., was elected president | ENJOY getting your periodical and thereby keeping 
of the Chicago Clearing House Ass'n. suc- | in touch with new developments in operating methods 
ceeding Joseph E. Otis, president of the | oni etes 
Central Trust Co. of Illinois, who was elect- oe pe 
ed a member of the clearing house com J. E. GARM 
mittee. Albert W. Harris was also made Active Vice President, Joplin National Bank, 


Joplin, Mo. 


a new member of the clearing house com 
mittee. Harold E. Foreman was elected 
vice president, 
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Color Scheme 


The Southwestern National Bank 
of Philadelphia, now erecting a 
splendid new building from the plans 
of Ralph B. Bencker, architect, will 
have an unique vault located on the 
main banking floor which will be on 
the second floor level, since stores 
are to be located on the pavement 
level. 

The bank vault has been designed 
and will be built under the super- 
vision of Samuel P. Yeo, Vault En- 
gineer of Philadelphia, designer and 
engineer of the new vaults for the 
Fidelity-Philadelphia Trust Co. in 
Philadelphia. 

The vault contract has been award- 
ed to Remington and Sherman Com- 
pany of Philadelphia. 

The unique feature of this vault 
will be the color schemes of the in- 
terior, it being the desire of the bank 
officials to keep the maintenance 
costs reduced to a minimum. There- 
fore, the engineer has adopted a 
color scheme whereby all safe de- 
posit boxes, cash lockers, and in- 
terior grilles will be ducoed a pearl 


shade, all lock noses, hinges and 





RESOURCES 






In New Vault 


numbering to be polished bronze and 
all separating partitions finished in 
black. All side wall panel plates are 
to be finished in pearl enamel. 

The paneled steel ceilings will be 
in torquoise blue and all supporting 


moulding will be gold bronze, same 
as all the electric fixtures. <A floor 


of alternate black and white squares 
of rubber tile will add a tune of 
grandeur to the interior. 

There will be two entrances to the 
vault, each weighing 34,000 pounds 
and will be 16 inches solid thickness, 
clear opening through the door be- 
ing 42 inches. 

The two vestibules will be built 
into the vault lining which will be 
constructed of drill-and torch-resist- 
ing metal 3 inches thick—laboratory 
tests on the metal used in this lining 
prove it to be the last word in pro- 
tection. 

Each vestibule will be provided 
with architraves full width and 
length of vault, the finish of which 
will be polished steel to harmonize 
fully with the vault doors and will 
be embellished with bronze medal- 


The latest 


FINANCIAL STATEMENT 
of New England's largest bank 


as of December 31, 1928 


ee 


LIABILITIES 


$25,000,000.00 





lions of very intricate design, 

The locking mechanism of the 
vault doors will be checked by Yale 
& Towne Mfg. Co. combination locks, | 
capable of one million changes—eage) 
door having two locks to guarantee 
against a lockout due to breakages ip | 
lock mechanism. 

An unusual feature of the locking 
mechanism will be the attachment 
to each door of a Yale ‘‘Day and | 
Night’’ time lock—a new lock which 
will protect the bank’s employes 
against being locked in the vault dur. 
ing business hours and at the same 
time will protect the bank’s funds 
during the hours the vault is locked, 


A simple addition of a control 
1ovement to the time lock cases gives 
the banker the ability to wind this 
movement up to any number of 
hours desired, and by throwing out 
the locking bolts of the vault door, 
the device becomes operative and no 
one can operate the bolt work until 
the special movement runs down to 
zero. 


Additional strength will be given 
to this vault by the reinforced con- 
erete walls surrounding the three- 
inch steel lining. 
reinforced by the 


The walls will be 
“Yeo Diagonal 












































































Cash and Due from Banks....... $95,778,745.66 Surplus & Profits 32.434.268.72  $57,434,268.72 
Reserves including Initcrest, Taxe 
United States Securities......... 34,818,91754  andUnewmedDiscoune  ~—s 3, 887,872.43 
: Reserve for Dividend payable Jan- 
Loans, Discounts & Investments 323,590,935.62 me... . ” hericieninal 1,000,000.00 
ee ee. TEE Terre 9,601,767.66 Liability as Acceptor or Endorser 
‘enone onAccevtancesand Foreign Bills _ 85,604,080.77 
Customers’ Liability Account of Rediscounts with Federal Reserve 
ee or 50,557,841.59 he RETA ANS fd PS 7,500,000.00 
Accrued Interest Receivable Items in Transit with Foreign 
Branches and other Liabilities. 10,723 ,829.85 
A ee rae Te 2,473,294.88 
osteoma no “a 351,171,751.18 
Total $516,821,502.95 Total $516,821,502.95 


Tue First Nationa Bank of Boston 


Foreign Branches 


Buenos Aires, Arcentina, Havana, SanTiaco anp CieNFuEGos, CuBa 


European ‘Representatives 
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Hook Rod’’ method, a system of re- 
inforeement which, it is claimed, 
adds 50% to the strength of general 
reinforcing systems and gives pro- 
tection against explosion and acety- 
lene cutting outfits. 

The vault is designed to take care 
of expansion for 25 years to come. 
The time saving features incorpor- 
ated within the cash and security 
divisions inelude vertical eap files for 
the storage of bonds and collateral 
and locker storage for each teller— 
all controlled by vault custodian. 

The estimated weight of the vault 
with the reinforeing will be over 
500 tons. 

Outside of the Federal Reserve 
banks and a few of the largest trust 
companies, the Southwestern Na- 
tional Bank can claim the ownership 
of one of the strongest vaults in the 
Fast. 


Texas Has A Sure Cure 
for Banditry 


The Texas Bankers’ Association 
has rid the state of bank bandits 
which is a remarkable accomplish- 
ment. The cost has been $25,000 
which the association paid for five 
dead bandits. These bandits were 
killed in a holdup in the latter part 
of 1927. During the first ten months 
of 1928, there was only one day-light 
robbery in the whole state of Texas 
and two night attacks. In each 
instance, the robbers were captured. 
Many state associations would like 
to be able to report such as this. 

The Texas association met with 
considerable criticism when it estab- 
lished this new policy. Some charges 
were made that certain persons were 
planted in front of a bank in order 
that an officer of the bank might kill 
them and claim the $5,000 reward 
for each dead bandit, offered by the 
bankers association, but the associa- 
tion stood firm with the results here 
reported. 


Capital stock of the CITIZENS NA- 
TIONAL TRUST & SAVINGS BANK of 
Los Angeles will be increased by the sale 
of 10,000 shares, par value $100, to exist- 
ing stockholders, at $500 per share. Of 
the $5,000,000 thus provided, $1,000,000 
will be added to the capital stock of the 
bank, $3,000,000 to surplus, and $1,000,- 
000 to the capital of the Citizens National 
Co. This will raise the capital, surplus, and 
undivided profits of the bank to a total of 
more than $15,000,000 in addition to an 
investment of more than $1,500,000 in the 
Citizens National Co. 





DimeSavings Bank, 
Brooklyn, N, Y., 
Halsey, MceCor 
mack > Helmer, 
Architects and 
Vault Engineers 





Investigate S&G Protection 


S&G Locks were investigated and selected 
for Dime Savings Bank of Brooklyn 


The fact that S&G Time, Combination and Secret Key Changing Sealed 
Key Safe Deposit Locks were chosen for the Dime Savings Bank of 
Brooklyn is a significant indication, not only of the thoroughness with 
which up-to-date banks buy their equipment, but the wav in which 
S&G Locks withstand the most careful comparisons. 


Sargent & Greenleaf Inc: 


ROCHESTER NEW YORK 


Sargent & Greenleaf, Inc. 


Main Vault Doors, 
Rochester, N. Y. 


Emergency Doors, 
Safe Deposit Boxes, [} Please send me a working model of the S&G Secret Key 
Cashiers’ Lockers, Changing Sealed Key Safe Deposit Lock. 

Time Locks with (_] Please send me complete information about S&G Locks. 
day and night at- 
tachment, Single 
Vision Dials for 
Combination Locks pe 


US scars slaasctih as a 


a ee: 

















HAVE been a consistent reader of THE BANKERS 

MONTHLY for many years and have always found inter- 
esting and instructive articles throughout its columns. Dur- 
ing the past several months, it seems that you have changed 
the style of the publication and have presented the subject 
matter in a still more interesting and effective manner. I am 
continually recommending specific articles to our entire 
personnel, knowing that they are informative and engaging. 


E. A. BAETZ 


Cashier, The Commercial National Bank 
of San Antonio, Texas 
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HE EXPECTS 
DISTINCTIVE 
CHECKS.... 


Your most valued depositor — and also 
your keenest depositor—is the successful 
business man. Every day, dozens of checks 
pass through his hands—checks from dis- 
tant cities, checks on rival banks in your 
own city. And he notices that some of the 
checks, by their very feel and appearance, 
convey a definite impression of the sound- 
ness and resources of the bank they represent... 

This comparison is constantly being made, 
either to your advantage or disadvantage. And 
when you use checks made on La Monte National 
Safety Paper, you can be confident that your 
checks will favorably reflect the standing of your 
bank. For checks made on National Safety 
Paper are recognized both by bankers and by 
business men as the standard of comparison. 
And they are safe; protected on both sides 
against chemical or mechanical erasure. 

The majority of the banks in the largest 
cities of the country use checks made on La 
Monte Safety Paper, as well as the better class 
banks in hundreds of other cities. You can easily 
identify National Safety Paper by its wavy lines— 
speak to your lithographer about it the next 
time you need checks. George La Monte & Son, 
61 Broadway, New York. 


“LA MONTE 


NATIONAL™SAFETY PAPER 


} <i : ss 











HAVE read THE BANKERS MONTHLY with a 


great deal of interest. I am of the opinion that all 


bankers could profit largely by following the sugges- 





tions outlined in the article “Qualifications for Bank- 


ers” which appeared in the December issue. 


E. H. BLAIR 


Superintendent of Banks, Columbus, Ohio 

















Joseph R. Nutt Adds 


Chairmanship to Duties 


Joseph R. Nutt, president of The Union 
Trust Co., Cleveland, has assumed the ad 
ditional duties of chairman of the board, 
succeeding John Sherwin, resigned. Mr. 
Nutt has been president and Mr. Sherwi 
chairman of the $370,000,000 institution 
since it was formed by the merger of six 
banks in 1921. 

Mr. Nutt is treasurer of the Republican 
National Committee. In his early years he 
operated a jewelry store in Akron and later 
formed a bank in that city. He came to 
Cleveland in 1901, and rose in the banking 
field to president of the Citizens Savings & 
Trust Co. He held this position until the 
formation of the Union Trust Co. 


Central Trust Retains Officers 
of Merged Bank 


Seventeen officers formerly with the Bank 
of America of Chicago, which has been 
merged with the CENTRAL TRUST CO. 
of Illinois, were elected officials of the en- 
larged institution at the recent annual 
meeting. M. E. Greenebaum, who was the 
chairman of the board of the Bank of 
America, was made vice chairman of the 
Central Trust Co. of Illinois. C. Howard 
Marfield, who was president of the Greene- 
baum bank, has become chairman of the 
executive committee. Newly-elected vice 
presidents are: C. A. Beutel, J. E. Greene 
baum, R. R. Reeder, Jr., E. B. Tilton, K.K. 
Duvall and F. J. Greenebaum. 


Dexter Horton-Marine Merger 
Accomplished 


The Dexter Horton Marine Corporation 
is the new name of the merged Dexter Hor 
ton National Bank of Seattle and the 
Mariné Bancorporation. 

Under the merger, the combined resources 
of the Dexter Horton Marine Corporation 
will be in excess of $95,000,000 with mem- 
ber banks, carrying deposits of more than 
$75,000,000. 


THE DEPOSITORS STATE BANK, 
Chieago, announces the election of Robert 
D. Mathias, former vice president, to the 
office of president. Mr. Mathias is na- 
tionally known for his work in the Finan- 
cial Advertisers Association of which he 
has been a member of the board of direc- 
tors. He is also known for contributions 
he has made to THE BANKERS MONTHLY 
in recent years. A. I. Smietanka and 8. J. 
Ratajezak become vice presidents. Mr. 
Mathias is only 33 years old and is be- 
lieved to be Chicago’s youngest bank presi 
dent. 


At the annual election of officers of the 
SEABOARD NATIONAL BANK of the 
City of New York, January 10, 1929, the 
following changes in the official personnel 
were made: Herman G. Place, formerly 
asst. vice president, now a vice president, 
Philip MeGovern, formerly assistant man- 
ager, foreign dept., now manager. 
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Never Leave One Person Alone 


In The Bank 


| 

We have said it before and we | 
shall say it again many times ‘‘ Never 
leave one person alone in the bank.’’ 

Further evidence of the impor- 
tance of following this slogan is to 
be had in a recent holdup in an Ohio 
bank. Everyone left the bank at 
noon except one teller. Two stylish- 
ly dressed men stepped into the bank 
while the teller was alone. One of | 
ihem hung a sign on the door read- 
ing ‘‘Bank Closed Until One 
O’eloek.’’ ' 

The other one covered the teller 


Be Alert! 
These Are 
Dangerous Days 


Early winter—Holidays in sight 
—the underworld is hungry for 
the comforts and pleasures of 
life—the women want furs, 
jewelry, entertainment. 


Everything urges the Yegg to 
get busy— 


Shortened Days—Deep Dusk 
help them and handicap you. 


Look for all sorts of frauds and 





A warning issued by the protective 
department of the Illinois Bankers 
Association that may well be taken by 
bankers everywhere. 


and the teller was soon bound and 
thrown into the vault. The men then 
took their time in looting the bank 
of all of its currency amounting to 
some $22,000. 

Bandits do not like to attack < 
bank unless they know exactly w ea 
every employe will be while they are 
in the bank. Every employe they 
want to be in sight and to be cov- 
ered by a gun of one of their mem- 
bers. When there are several in the 
bank, and especially when these sev 
eral are seattered, it is more diffic ult | 


to have every one covered and thus | 


to prevent the sending of an alarm 
or the shooting of a bandit. 

If there are only two people in 
your bank, the only thing to do at 
noon is to close the bank, while those 
two go to lunch, but to leave one in 
charge is inviting holdups. 

Whoever serves his country well 
has no need of ancestors.—Voltaire. 


swindlers! : 
Be Alert! | 





| 
| 





MoDERNIZE 


Banking competition these days is just as inten- 
sive as in commercial lines. @,The bank which 
offers its customers something new, novel, unique 
and yet sane and sound is a step ahead. @ The 
Yale & Towne Mfg. Co. Plan of Vault Operation 
will place your bank a step ahead. It has a dis- 
tinctive appeal to your customers. It is compul- 
sory for them to first handle the key to the safe 
deposit box they select. The custodian never 
handles the keys — in fact the location of the keys 
is secret until the boxes are rented—and no one 
but the customer can handle them. @ There is a 
sturdy fibre envelope and a metal eye that sees 
that the customer gets the keys first. @ Naturally, 
the plan has a complete system of records whereby 
The Yale & Towne Manufacturing Co. can sub- 
stantiate the vault records at all times. @ That 
means modern protection for everyone concerned 
in the transaction. Send today for booklet: “Yale 
Sealed Key Safe Deposit Locks.” Step ahead of 
your competitors. 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S.A. 









NCLOSED herewith find our official check in the 

amount of $1.00, for which kindly send us book- 
let covering the series of articles on Bank Adminis- 
tration appearing in THE BANKERS MONTHLY. 
These articles have been very interesting and bene- 
ficial to me, and I would appreciate it if you would 
place my name on the mailing list and as the subse- 
quent articles are prepared in booklet form send 
me copy. 


EDW. McGOWAN 












Secretary, The City Trust & Savings Bank, Youngstown, O. 

















The Control Function 































(Continued from page 25) 
rates of income, increases in operat- 
ing expenses, and increases in the 
interest-paid-on-deposits ratio. It 
usually commenced with a more eare- 
ful serutiny of expense items. 

This serutiny led to an analysis of 
methods and of ways and means for 
reducing operating expenses, and 
controlling them. <A great deal of 
this work was assigned to the audit- 
ing department, and hence in many 
banks, the control function was, and 
is, an extension of the audit function, 
and the auditor became the comp. 
troller. 

Present practice, therefore, gen- 
erally consists of centralizing the 
control funetion and the audit fune- 
tion into one division, with the head 
of this division known as the comp- 
troller and with an auditor and a 
manager of analysis and planning 
as his assistants, but within this 
division, there should be a strict 
separation between verification work 
and control work. 

The control function has developed 
into an executive function, whereas 
the audit function must remain a 
verification function, and hence have 
nothing to do with original entries. 

In attempts to study and control 
expenses, it was but natural that the 
comptroller employ cost accounting 
methods and determine the degree of 
profit and loss of various depart- 
ments and operations, as distin- 
guished from ‘‘lump sum’’ or aggre- 
gate accounting methods which gave 
the answer only for the institution as 
a whole. 

After departmental and unit costs 
became known, the next step was to 
devise ways and means for reducing 
and controlling these costs. This 
led into a study of best methods of 
operation, planning and installing 
these methods. It led into compara- 
tive studies and costs of other banks. 
The control function, therefore, de- 
veloped far beyond a pure analysis 
function ; it became the planning and 
installation funetions for better 
methods and equipment, and hence 
a service function for all other bank- 
ing divisions and departments. 


Hourly Mail Service 


HE National Park Bank is located 

across the street from the City Hall 
Station of the Post Office, and its transit 
department has messengers constantly 
bringing cash letters from correspondents 
as soon as they arrive in New York. 


Established 1856 








READ with a great deal of interest your article 
on page 6 of THE BANKERS MONTHLY for 
November, entitled “What a Depositor May Do 
For His Bank.” With your permission, I would 





like to use these nineteen points in working up an 
editorial for our next month’s house organ. 


What The Chart Shows 


The accompanying chart illus- 
trates some of the major activities of 
a fully-developed control function, 
divided into its two ‘‘wings’’: anal- 
ysis and planning and audit. 


W. L. McCLUSKY 


Cashier, Pavilion Banking Company, Pavilion, N. Y. 
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There is some difference of opinion 
as to whether or not the general 
books should be placed in this divi- 
sion. It is certain that they should 
not be placed under the auditor. 
Since the general books are the 
source of a great deal of original 
data upon which analytical studies 
and reports are based, from a prae- 
tical point of view, it has been found 
more feasible to have this operation 
under the supervision of the comp- 
troller than under the supervision of 
some other department. 

Even though the comptroller is the 
senior executive officer ‘over the 
auditor, yet the auditor, upon dis- 
eovery of ‘‘differences’’ and im- 
proper handling of transactions, re- 
ports on such matters as a strictly 
independent function to the board 
of directors or its appointed com- 
mittees. 

As outlined, the comptroller be- 
comes an executive officer. He is a 
direct representative of the board 
and its committees. His duties are 
to see that their policies and instruc- 
tions are observed. He exercises con- 
trol of policy, methods and systems, 
guards against a mistaken or unwise 
policy, against improper functioning 
of a department or individual, in 
other words, he keeps the executive 
bodies in touch with the details of 
operation, so they may be in a posi- 
tion to intelligently and competently 
carry out the policies of administra- 
tion. 

When fully developed, and prop- 
erly administered, the control fune- 
tion is the most effective mechanism 
yet devised for increasing and stabil- 
izing the net profits of a bank. 

It will answer specifically the ques- 
tions: ‘‘What have we accom- 
plished ?’’ ‘‘ Where have we failed ?”’ 
‘*Who is responsible for successes 
and for failures ?’’ 

Like everything else, the success 
of this function is largely dependent 
upon the ability and personal char- 
acteristics of the comptroller. The 
function requires a combination of 
both executive and technical ability. 

Splendid technologists, without ex- 
ecutive ability have failed in the ad- 
ministration of this function. The 
comptroller must know his work and 
at the same time, be strong enough 
in personality, so he will not be ‘‘sub- 
merged’’ by the other officers and 
still be tactful enough to obtain the 
hearty cooperation of all department 
heads in placing his program into 
effect. 
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Binder 


For current or 
transferring loose 
leaf records from any type of binder. 


It is superior to any current or transfer binder ever 
produced, as you can open it flat like an old style 


blank book. 


Fifty per cent saving in the cost when compared 
with other transfer binders. 


Our new Self Locking device, (pat. pend.) will per- 
manently bind your records. 


1 0 (One hundred and forty) banks in 
4 Chicago adopted this binder last year 


THE EDWARD J. JOYCE FILING Co. 


ESTABLISHED 1904 


Binders, Indexers and Organizers 
of Loose Leaf Systems ‘ 


Tel. Randolph 0393 56 W. Washington Street, Chicago 





HAVE been a subscriber to THE BANKERS MONTHLY 

for several years and I find it very enjoyable as well as 
beneficial. It seems to me that, if possible, it is really im- 
proving, especially with regard to articles written on new 
business for banks. This is the department that I am pri- 
marily interested in, and I have found it difficult to always 
find up-to-date information about new ideas for obtaining 
and holding business. 


H. A. HENDRICKS, 


Ass’t. Cashier, The National Bank of Commerce, Seattle, Washington 
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| AN OLD BANK ESTAB. 1879 





HE growing importance of Chicago as 

a commercial and financial center makes 
it necessary for out-oftown banks to have 
an ever increasing number of items handled 
| promptly and accurately at this point. With 
| a background of fifty years of experience, 
an intimate knowledge of local conditions, 
enlarged quartersand complete departmental 
organization this institution is wellequipped 
| to give banks and bankers the type of ser- 
| vice they require. Inquiries are invited. 


State Bank of Chicago 


A Trust Company 


LA SALLE AND MONROE STREETS 
Member Federal Reserve System 

















Capitat, Surptus AND Unpivipep Prorits Over $13,000,000 














WAS particularly interested in the leading article 
in the December BANKERS MONTHLY entitled 
“Qualifications for Bankers.” This is a subject that 


is receiving increasing attention, and, as usual, your 


most excellent magazine is pointing the way. 


ROBERT E. WAIT 


Secretary, Arkansas Bankers’ Association 
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Avoid Impaired Loan 
Security 
(Continued from page 27 
lease on his hands. This lease, as a 
rule, can be sold for a bonus and the 
bonus ean be insured. 

Assume that a client has to move 
to a different climate and that he is 
paying an annual rent of $20,000 
under a lease which has three years 
to run. Some other business man 
desires to purchase the lease and of- 
fers to pay a $15,000 bonus for it. 
Your bank may loan that $15,000. 
If after one year a fire occurred and 
the lease was voided, only $5,000 of 
the bonus paid would have been 
earned, and the purchaser of the 
lease would be out $10,000! 

One feature which should be un- 
derstood when taking out a leasehold 
policy is the discount feature. It is 
incorporated in the policy for an im- 
portant reason. If a fire occurred 
which voided the lease three years 
before its termination and the lease- 
hold value for that three years was 
$10,000, the insurance company 
would not pay the full $10,000. 
This would not be fair because, if 
the lease were to continue normally 
and was not interrupted by fire, the 
lessee would not have enjoyed $10,- 
000 profit all at once but it would 
accrue to him each year. If the in- 
surance company paid $10,000, he 
could invest it at 4% or more and 
make money with the loss funds so 
collected all at once, a situation 
which without insurance would be 
impossible. So, through the discount 
requirement, he is paid the $10,000 
less the interest compounded at 4% 
in the East and 6% in the West. 


Leasehold Value Increases Daily 


The amount of your leasehold 
value is reduced automatically from 
day to day throughout the term of 
the policy, for the amount of your 
leasehold value or profit decreases 
each day as you near the termination 
of the lease. The rates for leasehold 
insurance are based on the construe- 
tion of the building. In a fireproof 
building the rate for leasehold value 
insurance might be somewhere 
around 30% of the fire building rate. 
If the fire clause gives the option to 
cancel in the event of a 25% damage 
from fire, a credit of 10% is allowed ; 
with 50% damage required a reduc- 
tion of 25% in the rate is permitted ; 
a 75% fire damage stipulation brings 
a reduction of 50% in the cost.. The 
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premium is arrived at by figuring the 
average amount at risk in taking the 


leasehold value at commencement of 

the policy, adding the value at the 

as a termination of the policy, then divid- 
the ing by two and multiplying the av- 


erage amount by the rate of insur- 


lOve ance per $100—usually somewhere << 

e is near the building rate. 
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“ars protect their interests :—In Los An- 
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; very desirable leases on the first floor 
i. of a building in which an athletic reputation in banking asian 
00. club was located feared that the tank ws 
and in the swimming quarters of the club trust wou? 
| of on the sixth floor might break and ; : 
een the water damage cause the mer- —an inquiry. 
the chants to lose their quarters, as the 

lease stated that ‘‘in the event of 

in- water damage which made the store 
old | untenantable for a period of ninety 
bis | days,’’ the lease could be cancelled, 
im- | sc they insured their leasehold in- a 
‘ed terest against water damage. 1) 
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ras of depreciating values, he cannot ob- a minimum aft — tape, 
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C count or (if desired) a 25- or 


50-week thrift elub. The bottom 
half of the eard was detachable 


and was in the form of a receipt for 
(| the initial deposit, to be signed by EN I RAL NION 


n the director and left with the cus- 
f tomer. Pass books and a letter of TRUST COMPANY OF NEW YORK 
r acknowledgment were mailed by an 
s officer of the bank. , : 
2 Since it was necessary to see the BANKING: | a ® i TRUSTS 
l heads of the families, who were not “a 
at home during the day, the calls 
[ were made in the evening. The Plaza Office: 42nd Street Office: 
* directors worked in pairs. One side ; ; . , 
, of one block, in which were 20 to aa 60 BROADWAY oe 
30 houses of the Philadelphia ‘‘row’”’ , 
) type—built up solidly—was assigned NO SECURITIES FOR SALE 
to one pair and the other side of the 
block in the same street was taken Capital, Surplus and Undivided Profits Over 55 Million Dollars 
; eare of by another pair. So that the 


directors could ask for the house- 
holders by name, they were given 
lists of residents, compiled by the | 
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Guaranty Trust Company 
of New York 


140 Broadway 


LONDON PARIS BRUSSELS LIVERPOOL HAVRE ANTWERP 
Condensed Statement, December 31, 1928 


RESOURCES 


Cash on Hand, in Federal Reserve Bank 
and Due from Banks and Bankers $310,292,971.09 


U. S. Government Bonds and Certificates.... 62,465,960.97 
Public Securities 18,085,173.03 
Other Securities 23,681,256.13 
Loans and Bills Purchased 514,622,490.35 
Real Estate Bonds and Mortgages .  1,458,989.70 
Items in Transit with Foreign Branches 6,982,420.34 
Credits Granted on Acceptances 96,819,425.23 
Real Estate 9,715,395.75 
Accrued Interest and Accounts Receivable... 8,087,115.80 


$1,052,211,198.39 


LIABILITIES 


Capital 
Surplus Fund 
Undivided Profits 


$103,377,018.61 
Outstanding Foreign Bills 1,218,150.00 
Accrued Interest, Reserve for Taxes, etc 8,438,389.41 


Acceptances 96,819,425.23 
Deposits .. $771,824,818.95 
Outstanding Checks 70,533,396.19 


842,358,215.14 
$1,052,211,198.39 



















NEED 7 
ENVELOPES ?( 


HECO ENVELOPE CO. nN 
4500 CORTLAND STREET 
CHICAGO 















Readers will confer a favor by mentioning THE FEBRUARY, 1929 BANKERS MONTHLY when writing to our advertisers 


city election officials for registration 
purposes. 

Members of the teams, introdue- 
ing themselves as directors of the 
bank, had no difficulty in obtaining 
courteous hearings. They met the 
expected statements that their pros- 
pects had no money at present, that 
they had accounts elsewhere, that 
they would open accounts later, ete., 
but every pair produced an average 
of six new accounts each evening. 
When the father banked elsewhere, 
he would be urged to open an account 
for his son, daughter or wife, and in 
many eases, accounts were opened 
for babies. 

This work was continued twice a 
week until most of the neighborhood 
had been covered, but because many 
people were away from home, it was 
realized that it would be impossible 
to reach all in this way. 

The president felt that there were 
many prospective depositors who 
would be influenced to open accounts 
if they could be given a special rea- 
son for doing it—a reason that would 
appeal to the entire family. Every 
new savings account would be worth 
at least one dollar to the bank—not 
immediately, perhaps, but certainly 
in the future. 

Finally he hit upon the idea of 
goldfish !—a globe of goldfish with 
every new savings account. 

Inquiry at a fish hatchery brought 
the information that goldfish of 
medium size could be had in quantity 
for five cents each. A jobber in 
glassware quoted half-gallon aquar- 
iums at 18 cents each when bought 
in gross lots. The goldfish man 
agreed to supply marine plants for 
10 cents a dozen, and one plant would 
do for one globe. 


This made the cost of a globe, two 
goldfish, and plant about 29 cents. 


Five thousand handbills were pre- 
pared and distributed to the homes 
in the neighborhood on a Thursday, 
offering the goldfish as a ‘‘special’’ 
for Friday and Saturday. 

Preparations were made to take 
eare of 100 new accounts, and that 
number of globes made ready. But 
on the first evening they were gone 
and a messenger was sent to a pet 
shop to buy additional goldfish, the 
customers meanwhile being satisfied 
to receive slips good for goldfish 
‘‘when, if and as’’ delivered. The 
demand continued strong the second 
day, and a total of 186 new accounts 
were opened. 





The average size of the accounts 
was $7.32—about the same as the 
directors received in their personal 
solicitation. 

Officers were the objects of good 
natured jibes from their banking 
friends, but every globe of goldfish 
in a home caused the owners to men- 
tion the bank to every one who saw 
the aquarium. The bank received 
so much word-of-mouth advertising 
that every day brought a number of 
persons into the bank in search of 
goldfish—but with money to open 
savings accounts. 

The demand continued to such an 
extent that the offer was repeated 
three weeks later, and produced 72 
new accounts. Again, two weeks 
later still, it produced 68 more ae- 
counts. 

Checking of the ledger cards a 
year later showed that the ‘‘ goldfish 
accounts,’’ as they were designated, 
averaged as well as any accounts of 
the same age. 

On the day after the opening of 
the account, each depositor received 
the following pen-signed letter from 
the president of the trust company : 


We want to take this oppor- 
tunity to thank you for the 4% 
Interest Savings Account which 
you opened with us yesterday. 
It is a real pleasure to add your 
name to our list of depositors. 

Perhaps others in your family 
would like an account here, or 
you may want a checking ac- 
count in addition to your sav- 
ings account. 

If you want advice on finan- 
cial matters, mortgages or title 
insurance, do not hesitate to call 
onus. And, at your first oppor- 
tunity, inspect our Safe Deposit 
Vault—the finest north of City 
Hall. 

Sincerely yours, 


Those who did not make a second 
deposit within six months were re- 
minded of the fact in the following 
letter: 


Dear Depositor : 


We have missed you in the 
Savings Fund Department at 
the bank. It has been a long 
time since we have had the pleas- 
ure of entering a deposit in your 
book. 

You had a good idea when you 
opened the account, and you will 
want to add to it. 

Now that the vacation season 














Engineers National Bank Building 


We Help People 
To Help Themselves 


Upon this foundation rock 
of service—recognizing the 
human nature element, we 
are building our business. 


ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 


NEED not tell you that our office would 

appreciate every bank of the state getting a 
copy of the article “Qualifications for Bankers” 
which was published in the December BANK- 
ERS MONTHLY. 


GEORGE SUSENS 


Secretary, Minnesota Bankers’ Association 
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is over, we hope to see you fre- 
quently. 
If there is any way in which 
The New York Trust Company we ean be of service to you, do 
not hesitate to eall on us. 
Capital, Surplus and Undivided Sincerely ae sa 
t . "eS }] 
Profits . . . $35,000,000 Have you a Safe Deposit Box? 
Less than 1 cent a day gives you 
one in our $43,000 vault. 
The second letter was accompanied — | 
by a folder illustrating the safe de- 
2 posit vault and containing a list of 
Personal Services the articles which should be kept in 
a safe deposit box. This list, of some 
fifty items beginning with ‘‘agree- 
ments’? and ending with ‘‘wills,’’ 
was headed ‘‘ Put these in a safe de- 
posit box.’’ A photostat enlarge- 
100 Broadway ment of the list, framed, was used 
57th Street and Fifth Avenue 40th Street and Madison Avenue srtie lobby display. The letter not 
only revived dormant savings ac- 
counts but also resulted in the rent- 
ing of a number of safe deposit 
| boxes. 
OUR OFFERING LIST WILL BE MAILED REGULARLY UPON REQUEST ah 
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Foreman Banks Elect New 


‘ | Officers ' 
A National Name ; 


The following changes were made in the 


official staff of The Foreman National i 

Sev 62 3 Banks of Chicago: W. F. Copeland, form 
erly second vice president, was elected vice 

Seven thousand banks throughout the country have ee | dias gual ' ; 
included G M A C short term notes in their portfolios. president; Fred A Rozum, formerly man 
These notes are direct obligations of a national institu- ee ee eee eee 
: E . : we ed vice president and manager of the for 
tion and are available in convenient maturities and eign department. Otto J. Hansa, formerly 
denominations at current discount rates assistant cashier, was elected second vice 


president. Kenneth Carpenter and V. L. 
Bartling were elected second vice presi 
dents. 


GENERAL Morors The following changes were made in the 


official staff of the Foreman Trust & Sav- 
ings Bank: Neil J. Shannon, formerly trust 
ACCEPTANCE CORPORATION offleer, was elected vice president ; John W. 
OFFICES IN PRINCIPAL CITIES Bissell, formerly secretary, was elected vice 
president and secretary; John W. Ogden, 
formerly assistant manager of the bond 
department was elected second vice presi 
dent. The following additions to the staff 
CAPITAL, SURPLUS AND UNDIVIDED PROFITS - OVER $55,000,000 were made: Samuel J. Marks was elected 
vice president of the real estate loan de 
partment and Edwin R. VanHorn was 
elected assistant secretary of the trust de 
partment. 


Executive Office ~ BROADWAY at 57TH STREET ~ New York City 
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AM sure you are doing a constructive work Bank of Italy Shows Great 
in editing a banking journal along these lines. Gains | 
Every banker profits by the experience and ideas The Bank of Italy Trust & Savings 
C z Ass’n. of California reports total resources 
of other bankers. The value of a trade publication 


of more than $847,000,000, which represents 
is recognized in practically every industry and the largest gain for a single year, ever ex- 
: perienced in the history of that institution. 
occupation. The inerease exceeds $82,000,000. The 
RAY NEYMASTER growth in deposits to $698,000,000 pute 
Pres. lowa Bankers Association, Davenport, Iowa this figure more than $53,000,000 above 
that of a year ago. The number of de- 
positors has grown to 1,456,000, establish- 
ing a new national record in bank patron 
age. 
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Educate The Investor 


It is our feeling that the educa- 
tional method is much better than 
the warning method in training the 
inexperienced investor. Too much 
warning, it seems to me, only un- 
settles confidence in all enterprises, 
good and bad. 

I think evidence that it would be 
decidedly advantageous to give the 
training method a very good try-out 
is to be seen in the fact that the 
warning method has been a rather 
dismal failure. Year after year, there 
have been no end of articles about 
the millions of dollars that have been 
lost in fake securities. Yet year 
after year, the sale of such securities 
continues, 

The trouble with the warning 
method is that the man who sells fake 
stock has so smooth a method of 
presentation that his particular 
stock never impresses the victim as 
being of the type that he is constantly 
being warned against. 

On the other hand, if you were 
to devote a very decided effort to 
training the investor so that he 
would base his choice on cold reason- 
ing, he would submit the proposals 
made to him to very definite stand- 
ards, and when a fake security was 
presented to him it would become 
apparent very readily when meas- 
ured by the standards. All of our 
own advertising and publicity is 
based on the educational method.— 
E. T. Cunningham, Halsey Stuart & 
Co., Chicago. 


Our Economic Machine Better 


Than Ever Before 


‘*The economie machinery of our coun 
try is functioning better today than it has 
at any time during the past decade, ‘‘re- 
ports John E. Rovensky, first vice president 
of the Bank of America, New York. 

‘*Production, distribution and consump- 
tion are well balanced and are proceeding 
with remarkable coordination. It is true 
that in some industries maladjustment be- 
tween production and consumption still 
exists, but there is less to complain of on 
that score than at any time since the war. 

‘*The tendency toward larger units in 
manufacturing, merchandising, and bank- 
ing that has been characteristic of the post- 
war decade continued at a rapid pace dur- 
ing 1928. Larger units in many lines of 
manufacturing and mer¢éhandising are much 
more efficient; they result in a saving to 
the ultimate consumer and consequently are 
economically sound. Larger banking units 
are but the logical sequence of the fore- 
going and are inevitable. Large business 
units cannot be financed by small banks.’’ 














A NATIONAL CITY 
MAN CAN HELP YOU 





...when you are 
in doubt about 


foreign bonds 


- 


The National City Company maintains close 
contact with financial conditions in every 
quarter of the globe and is equipped to render 
intelligent judgments on the desirability of 
foreign securities generally. You will find it 
worth while to back up your own opinions 





with those of this world-wide organization. A 
National City man at an office in your section 
will gladly help you with any foreign invest- . 


ment problems. 


The National City Company 


National City Bank Building, New York 
Offices in more tHf&n 50 leading cities throughout the world 
BONDS ‘+ SHORT TERM NOTES + ACCEPTANCES 


Wreere the small 


details are as im- 
portant as the big 


transactions + » 


FVLTON 


NATIONAL BANK 


of Atlanta 
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Richard S. Hawes Elected 
President St. Louis Clearing 
House Association 


Eternal Watchfulness Pi ig mene le te 
Is the PRICE of SURVIVAL 


Hawes, vice president and director of the 
Changes in fundamental conditions affecting 
business and finance are constantly reflected 
in the value of securities. Actually, there is 
no such thing as the oft quoted permanent 
investment which one can “put away and for- 
get about.” The time when the premier in- 
vestment of the world, Liberty Bonds, sold in 
the 80’s is still vivid in the memory of those 
who purchased at par during the World War. 


It is very necessary, therefore, for banks to 
keep a constant check on conditions affecting 
their securities and to augment their own good 
judgment in financial matters with reliable 
information and the opinion of investment 
specialists. 
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HENRY H. HAMMER 


In charge of the Chicago office of The 
Equitable Trust Co. of New York. 
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First National Bank in St. Louis, was 
elected president. 


7, 


J. Sheppard Smith, president of the Mis- 
sissippi Valley Trust Co., was elected vice 
president and also made chairman of the 
clearing house committee of management. 
Mr. R. R. Tillay, was elected secretary. 


Realizing the importance of accurate in- 
formation, we maintain a staff of business and 
financial counselors, economists, and security 
analysts, whose services are always at your 
command through branch offices and repre- 
sentatives. 


AC.ALLYN*» COMPANY 


INCORPORATED 
Investment Securities 


67 West Monroe Street, Chicago 


New York Boston ee Detroit 
Milwaukee St. Louis Minneapo! San Francisco 
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Other prominent St. Louis bankers 
elected to serve on the clearing house com- 
mittee of management, are: James L. Ford, 
Jr., president of the Franklin American f[ 
Trust Co., John G. Lonsdale, president of 
the National Bank of Commerce, E. B. 
Pryor, president of the State National 
Bank, and Geo. W. Wilson, president of 
the Mereantile Trust Co. 
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First Wisconsin National 
Increases Capital Stock 





The capital stock of the FIRST WIS- 
CONSIN NATIONAL BANK of Mil- 
waukee has been increased from $9,000,000 
to $10,000,000, and the surplus from $5,- 
000,000 to $6,000,000. 10,000 shares of 
new stock will be issued at $300 per share. 

Hugh W. Grove, formerly vice president 
of the First Wisconsin Co., has been elected 


—E———7~ 











' 

| WANT to congratulate you on your January | | vice president and trust officer. ' 

ee IKT ~ T Albert C. Elser, vice president of the ; 

issue of THE BANKERS MONTHLY. You First Wisconsin National Bank and The 

certainly have an excellent publication and are First Wisconsin Trust Co. has been elected | 
doing fne work for the enlightenment of bank vice president of the First Wisconsin Co., 


as has also A. M. Hewitt, and Joseph A. 
Auchter, treasurer of the trust company. 
William F. Style, assistant treasurer was 
elected treasurer of The First Wisconsin 
Trust Co. 


directors. I would like you to send your Janu- 
ary issue to our directors. Please mark page 6 
in sending out these copies. 


F. LEE MAJOR 


At a recent meeting of the board of direc- 
Vice President, The Boatmen’s National Bank, St. Louis 


tors of THE CHASE NATIONAL BANK, 
New York, Edwin A. Lee, Leon H. Johns- 
ton and William H. Moorhead, formerly 
second vice presidents, were elected vice 
presidents. 
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Chase National Bank 


Resources Jump 

Total resources of the CHASE NA- 
TIONAL BANK of the city of New York 
established a new high record of $1,430,- 
308,237 as of December 31. This showing, 
which strengthens the position of the 
Chase National Bank as the second largest 
bank in the country, represents a gain of 
$429,015,510 over the total resources at the 
end of 1927 and an inerease of $273,967, 
983 over the previous high reeord shown in 
the statement of October 3, 1928. 

Paralleling the gain in resources was a 
striking increase in deposits, which jumped 
from $792,339,491 a year ago to $1,126, 
781,646 at the end of 1928. During the 
year, the capital was increased from $50,- 
000,000 to $60,000,000, and surplus from 
$40,000,000 to $60,000,000, and $10,- 
000,000 was added to the capital of Chase 
Securities Corp. 


An illustration of what may be done by 
organized farmers is to be found in a re- 
port which comes from Belgium regarding 
the cooperative marketing association of 
Belgian peasants. This report shows large 
transactions in the handling of Belgian 
agricultural products, and in addition, 
shows that deposits in the bank that be- 
longs to this cooperative organization total 
$24,054,714. 


Over $14,000 Lost To Banks 


(Continued from page 22) 

This dispute naturally involved 
the bank, took the time of its em- 
ployes in court, and when the ship- 
per went out of business without 
paying judgment, it started a new 
claim against the bank as the re- 
sponsible party, and that bank had 
to pay it in order to hold the account 
of its valuable foreign correspondent 
bank. The manager of the trust com- 
pany’s foreign department there- 
after sent his own inspector to ex- 
amine eases to ascertain that the 
‘straps went in the right direc- 
tions.”” However, he very frankly 
ealled the foreign banker ‘‘tricky”’ 
because the letter of credit specifica- 
tions did not read as they usually do, 
‘strapped complete around both 
ends, both sides, top and bottom.”’ 


“All Cases To Be Marked With 


Buyers’ Initials And Numbered 
Consecutively With Two Inch 
Letters” 


Two inch letters mean ‘‘two inch 
letters’’ exactly and not a half inch as 
another banker discovered. A buyer 
in Finland made a purchase in the 
United States and clearly specified 
‘‘two inch letters.’’ This was also 
part of the letter of credit issued 
through a Stockholm bank. This 








169,000 Busy Miles 


HICAGO is 275 miles from 

St. Louis. But a busy shuttle of 
169,000 miles of copper wire, in cable, 
brings them within minutes of each other 
by telephone. In all, the Bell System 
operates more than 60,000,000 miles of 
wire, of which more than 92% is in over- 
head and underground cables. This great 
network of wire, binding the whole 
United States into one compact, homo- 
geneous neighborhood, alone represents 
a plant investment of over one and one- 


half billion dollars. 


American Telephone and Telegraph 
Company Stock a Conserva- 
tive Investment 
The Bell System has shown every year 





a continuous growth both in telephones 


and plant investment. Back of American’ 


Telephone and Telegraph Company 
stock is a total plant investment of over 
three and a quarter billion dollars. The 
Bell System is spending more than $800 
a minute night and day for plant and 
equipment. Rising costs are continually 
offset by intensive research and devel- 
opment. 


The Bell System aims to provide 
for the nation a telephone service more 
and more free from imperfections, errors 
or delays and always at a cost as low as 
is consistent with financial safety. 


May we send you a copy of our booklet, 
“Some Financial Facts?” 


BELL TELEPHONE 
SECURITIES CO. Ine. 





New York City 

















HE article “What a Stockholder Can Do 
For His Bank” has impressed me, like 
many others, as it carries a valuable thought 
for stockholders in any banking institution. | 
think it would be wise for any institution to 
endeavor to instil as many of the thoughts 


contained on the sheet, as possible, among their 


stockholders. 


F. W. BLALOCK 


Vice President, The Fulton National Bank, Atlanta, Ga. 
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Our “Ad Man” 
Is Not Lazy, But— 


after 23 years’ experience he has come to realize 
that very often our correspondents write better 
ads than he can. For example, here is an excerpt 
from a letter recently received from one of our 
new correspondents: 


“e 


.... and we have never dealt with a 
correspondent that takes such a per- 
sonal interest in our success. Your 
many suggestions during the past 
year have been very valuable to us 
and we hope to continue our pleasant 
relations for many years.” 


If the foregoing reflects the qualities you desire 
in a city correspondent, we will be glad to go 
into detail with you. 


The National Bank of the 
REPUBLIC 


-* OF CHICAGO :-: 


Office of New York Representative, No.1 Wall St. 
Office of Pacific Coast Representative, Citizens National Bank Blidg., Los Angeles 


Office of London Representative, 8 King William St., London, E. C. 4 


©N.B. R. 1929 








JE will say that we always do enjoy THE BANKERS MONTHLY and 
find much that is instructive and interesting in it. 


N. R. GRAHAM 


President, The Exchange National Bank of Tulsa, Okla. 

















OUR magazine gets better all the time and 
should be in the hands of every bank 
director, especially directors of small banks 


and country banks. 


W. G. CULBRETH 


Vice President, Republic Bank, West Hollywood, California 

















American banker’s foreign depart- 
ment manager admitted that it was 
part of his business to see to it that 
those letters were ‘‘two inches’’, no 
more, no less, but that he gave the 
shipper eredit for having sufficient 
common sense to follow instructions, 
and that he accordingly paid the 
drafts promptly and without ques- 
tion when presented against the 
credit. 

However, he later learned that the 
instructions were not followed, and 
the buyer, many miles in the interior, 
not receiving all of the cases in the 
shipment, not only claimed a rebate 
for those lost, but also claimed an 
additional rebate for ‘‘time and ef- 
fort and expense’’ necessary because 
of tracing other eases, mis-directed 
in transit. The buyer had a specific 
reason for wanting those two inch 
letters and numbers. 
called it ‘‘nonsense’’ 


The shipper 
and paid some 
$800 for his viewpoint. It also en- 
tailed considerable work and worry 
on the foreign department manager 
of the American bank before the ad- 
justment was finally completed. 


“Inside Of All Cases To Be 
Lined With Waterproof Paper 
To Protect The Contents” 


Bankers rarely see anything per- 
taining to an export shipment but 
the documents. At least that used 
to be the opinion of a St. Louis bank- 
foreign department manager 
until he decided that it was time to 
send his own inspector to make sure 
that terms of letters of credit had 
met with proper consideration. 
‘Waterproof paper,’’ in the lan- 
cuage of foreign trade, means a paper 
which will resist all attempts of 
moisture to touch the merchandise. 
When that banker paid $4,000 to a 
responsible manufacturer on instruc- 
tions from a bank in Argentine, it 
was assumed that every detail was 
fully complied with before the drafts 
and documents were presented. 


ers 


The shipper lined the cases with 
paper. He thought it was water- 
proof paper. But when the eases 
reached their destination, were un- 
loaded from the steamer and left for 
half a day on the dock, it was learned 
that the paper was not waterproof. 
It happened that the merchandise 
was not immediately needed by the 
buyer who had the cases placed in 
his warehouse. During the period 
they were on the dock, a heavy rain 
soaked them; and while still damp, 
they were put in the warehouse. The 
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buyer assumed that his instructions | 
had been carried out and did not | 
worry about the contents being 





damaged. 
Two weeks later, when the first of | 
the cases were opened, their contents | 
were found to be ruined, and the | 
paper a mouldy mass of pulp. The 
insurance company disclaimed any | 
responsibility as there was no provi- 
sion for that sort of protection in | 
their policies. The shipper claimed | 
that the cases were lined with 
‘‘waterproof paper’’ and refused a 
return of the money paid. When 
the samples of paper were presented | 
in court, they were shown to be 
“moisture proof,’’ but not ‘‘water- | 
proof’? and in the suit to recover, 
both bank and shipper were made | 
defendants. The shippér appealed | 
the case, and when that action was | 
taken, the bank was foreed to pro- 
tect its own interest by joining with 
the foreign banker and buyer. This 
ease ran through the courts for sev- 
eral years before the shipper finally 
paid the claim. It cost the bank 
more than $300 for its share and 
when the shipper refused to pay it, 
a second suit was necessary. 
‘Waterproof paper’’ is now used 
by that shipper entirely, and the 
manager of the foreign department 
of the bank stated that while he had 
often called foreign bankers tricky, 
that he was now satisfied that they 
were merely protecting their own 





and clients’ interests as they should 
do. 


“Delivery On Board A Specified 
Steamer To Be Made On Or 
Before A Specified Date” 


Speed of ocean liners now-a-days 
is of such a character that they ean 
make trans-oceanie trips in a short 
space of time. A Philadelphia bank 
had an experience which was some- 
what costly because it did not see to 
it that the customer followed the ex- 
port letter of credit conditions ex- 
actly. 

A British buyer specified that his 
order for cotton was to be shipped 
on a certain steamer within two 
specified dates. The shipper in 
this instance was a cotton broker who 
was playing with the market, and 
when he received the order, he first 
learned when the steamer would dock 
and whether it would make a second 
trip within the limits of his specified 
time. He had a ‘‘hunch”’ that he 
eould buy cotton much lower within 
the following 30 days, when the 
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NEw YORK 
TITLE AND MORTGAGE 
COMPANY 


STATEMENT OF DECEMBER 31, 1928, SHOWS 


Capital Funds 
$61,762,925.18 


as follows: 


Capital . . . . . . $20,000,000.00 
Surplus . . . . . . -$30,000,000.00 
Undivided Profits $11,762,925.18 


Total $61,762,925.18 


This is the largest guarantee fund of 
its kind in America. A surplus to 
Policy-holders and protection for its 
Guaranteed First Mortgage Securities. 


NEW YORK 
TITLE AND MORTGAGE 


COMPANY 
Head Office: 135 Broadway, New York City 


Correspondents in all principal cities 
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ACKNOWLEDGE receipt of your letter of December 31; 
also reprint of the leading article in the December 


BANKERS MONTHLY. 


It is our intention to put several copies of this reprint in 


the hands of each bank operating in Mississippi. I feel sure 
it will do a great deal of good and all of us are indebted to 
Rand MeNally & Co. for this splendid piece of constructive 
work. 


J. S. LOVE 


Superintendent of Banks,{State‘of Mississippi 
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Condensed Statement of Condition of 


The Farmers and Merchants National Bank of Los Angeles 
At the Close of Business December 31, 1928 





steamer would again return to 
America. He had sufficient time to 
load the cotton on the first trip of 
the steamer had be acted promptly, 
but he was greedy for the extra pos- 
sible profit. 

His hunch proved correct, and he 





7 
ASSETS P > “eechase accordingly 
Loans and Discounts _ ne $45,013,045.25 mot pte ep ei 
nited States Bonds an reasury Notes 8,678,012.58 voiced it a 1e price existing whe 
Other Bonds, Stocks and Securities 980,385.38 ; —— - Byrissice 
Bank Premises 543,193.48 the order was received, and delivered 
Customers’ Liability on Letters of Credit _- 371,496.18 ‘ . » 
Customers’ Liability on Account of Acceptances 132,529.08 it to the pier for the steamer on the | 
Interest Earned, uncollected - 161,846.32 : . C . iti ' 
Cash on Hand $3.351,394.00 second trip. He secured payment | 
Due f Federal Reserve Bank of S. : . . . 
an ieces Manion, Reserve Bank of S. F. heey 14,348,704.12 from the bank against the steamship 
asamensvens $70, 229,215.90 company’s dock receipts as author- 
Capital Stock Paid In $3,000,000.00 ized in the letter of credit, but 
Surplu: :000,000. . ’ ° 
Undivided Profits. ayy 7,880,055.63 neither he nor the banker noticed the 
Reserved for Taxes and Insurance 108,689.72 7ords ‘aj ear? wi “aferenee 
Reserved for Interest eet pip cs ' with reference to 
Jnearne scount 61,041.28 2 ¢ ° oO e steamer. 
ee emg on gg 379,471.18 the loac ing on the steamer 
Acceptances ‘vith Federal Reserve Bi -- When the steamer arrived the | 
8S Payabie w edera eserve Ban e ° 
DEPOSITS 59,742,491.33 second time, it brought a letter to the | 
9 4 ° . ' 
$70, 228,215.90 broker, telling him not to ship the | 
WE PAY INTEREST ON TIME DEPOSITS. THIS BANK IS AUTHORIZED AND eS = 
: cotton unless he was willing to give 
FULLY EQUIPPED TO DO, AND IS DOING, A TRUST BUSINESS he] | 1 ; f+] i j 
° . . . . ° TePTS Pp ¢ ré ace » . 
This is the oldest bank in Southern California and the largest bank therein whose t ad wu ers the advantage of the drop i 
assets have never been increased by mergers or consolidations with other banks. in price. The extra profit of some | 
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$7,000 had been used by the broker 
J. A. GRAVES, 
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WAS not aware that our subscription had 


lapsed, and since we do not want to be with- 


out your valuable publication, I sug 


gest that 


you send us the bill at once. 


E. M. RUDER 


Cashier, First National Bank & Trust Co., 


Hamilton, Ohio 














and he could not make it good. He 
told the banker to ‘‘hold the saeck’’ 
and left for parts unknown. 

On the same date, the bank re- 
ceived a cable from its London cor- 


respondent not to honor the drafts if 


drawn at the first price and calling 
attention to the fact that ‘* payment 
was to be made at market price if 
delivered to the steamer on either the 
first date or the second date.’’ But the 
payment had been made, and the loss 
had to be assumed by the bank 
order to collect the major portion of 
the amount advanced to the broker. 


“Instructions Received In A 
Foreign Language Or 
Seldom-Used Code 

An American banker who paid out 
some $20,000 on a letter of credit in 
favor of a textile manufacturer, now 
knows the difference between ‘‘ pure 
silk’’ and ‘‘silk and cotton.’’ When 
the shipment reached Germany and 
was absolutely refused by the buyer, 
and claim was made to the bank in 
Berlin, it quickly reached the Ameri- 
ean banker in the form of a demand 
to ‘‘come and get the goods and re- 
turn the money.”’ 

Words in the cabled instructions 
had been mis-translated and con- 
sequently, when the textile manufac- 
turer filled the order according to 
the terms of the letter of credit, he 
had to purchase the goods from an- 
other mill as his own did not make 
that kind of goods. The error was 
eaused by the translation clerk of 
the foreign department of the Ameri- 
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ean bank, who, because of a lack of 
knowledge about textiles, put his own 
translation on the cable. All silk 
was ordered, but the buyer received 
part silk and part cotton. 

The goods were not a total loss but 
more than $2,000 had to be charged 
against profits for the mistake. 

Space prevents reciting several 
seore of eases involved in this sub- 
ject, but it behooves American 
bankers to familiarize themselves 





with the ‘last detail’ of the meaning 
of letter of credit terms if they are 
going to pay out their money against 
drafts and export documents which 
may be disputed for any one of sev- 
eral dozen causes when they or the 
goods reach their destination. 

One foreign department manager 
had just remarked to me that his de- 
partment had never experienced 
losses through technical wording of 
eredit instructions when one of his 
clerks presented a matter involving 
a dispute with an Australian bank 
because the shipper had been paid 
‘at sight’’ instead of ‘‘at sight fol- 
lowing arrival of goods at port of 
destination.’’ The cable instruction 
on which the eredit was based, stated 
“sight following arrival of goods at 
port.”” The manager of the foreign 
department had assumed that it 
meant ‘‘when the goods reached New 
York from Detroit.’’ His depart- 
ment had to charge off the interest 
on the money for the period between 
‘‘arrival at New York and arrival at 
Sydney, Australia.’’ Yet, he called 
that a ‘‘trick.’’ 

In America, manufacturers, ship- 
pers and traders have been passing 
through such a period of prosperity 
that they and their bankers have 
grown somewhat careless about de- 
tails, but the foreigner, who is watch- 
ing every penny, is responsible for 
those protective clauses. 

It is not, in the majority of cases, 
any attempt to be ‘‘tricky’’ as our 
bankers claim, but merely ‘‘safety 
first’? on account of the tremendous 
distances and hazards of shipping, 
combined with their less prosperous 
conditions in many foreign countries 
which results in their exceeding eare. 

It is up to the American banker to 
be equally as careful if he wishes to 
avoid foreign trade losses, and it is 
up to the manager of every foreign 
department to try to gain the neces- 
sary knowledge about merchandising 
and packing which enters into each 
transaction. 





Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialised service in credits, collections, 
eXchange, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connection are invited to 
communicate with the 
Manager 


WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 


NewYork Representative:C. M. Parker,68 William St 











4) Fa 
| With at 


) 
i! 


A Complete Banking Service 


The Midland Bank offers exceptional facilities for the transaction 
of banking business of every description. Together with its 
affiliations it operates over 2400 branches in Great Britain 
and Northern Ireland, and has agents and correspondents in 
all parts of the world. The Bank has offices in the Atlantic 
Liners Aquitania, Berengaria and Mauretania, and a foreign 
branch office at 196 Piccadilly, London, specially equipped for 


the use and convenience of visitors in London. 


AMERICAN DEPARTMENT: POULTRY, LONDON, E.C.2 


MIDLAND BANK 


LIMITED 


HEAD OFFICE: 5 THREADNEEDLE STREET, LONDON, E.C.2 


New York 

Los Angeles 
Topeka 
Hutchinson 
Houston 

Salt Lake City 


CORNELL & COMPANY 


Certified Public Accountants 


St. Louis Tulsa 
Washington, D. C. Oklahoma City 
St. Paul Seattle 
Minneapolis Portiand 
Monroe Dallas 
Cleveland Parkersburg 


Denver 
Philadelphia 
Amarillo 
Toledo 
Kansas City 
Pittsburgh 


Chicago 
Detroit 
Louisville 
Omaha 
Wichita 

San Francisco 
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State & Town 


Arkansas 
Little Rock 
Morrilton 
Piggott 

California 
Salinas 


San Pedro 


Colorado 
Eagle 


Delaware 
Milford 


District of Columbia 
Washington 


Florida 
Lake Worth 
Georgia 


Savannah 


ois 
New Windsor 
Indiana 
Anderson 
Kendallville 
































La Porte 














Iowa 
Dunkerton 
Fairfield 


























Minburn 
Oskaloosa 
Kansas 
Altoona 
Maine 
Thomaston 
land 
Hagerstown 















































Massachusetts 
Boston 
Needham 

Michigan 


Laurium 



































River Rouge 
(Detroit P. O.) 
Minnesota 
Crookston 
Minneapolis 
Nicollet 
St. Peter 
Mississippi 
Meridian 





















































Missouri 
Cameron 
Houstonia 
Kansas City 





























St. Louis 




















Nebraska 
Friend 
Hemingford 
Ohiowa 
Rising City 

North Carolina 
Rocky Mount 


Ohio 
Cleveland 
Somerset 

Oklahoma 
Jennings 
Roff 
Shidler 
Waurika 


































































































Oregon 
Clatskanie 
Pennsylvania 
Cambridge Springs 


























East Lansdowne 
(Lansdowne P.O.) 
Palmerton 
































Philadelphia 








Philadelphia 


Rhode Island 
Woonsocket 




















Texas 
Decat ur 
Ennis 
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CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


10 consolidations; 1] successions; 16 mergers; 6 taken over; 4 title changes; 
5 purchases; 2 absorptions 


PresENT NAME 


Exchange National 
Peoples Bank & Trust Co. 
Bank of Piggott 


Exchange Trust Co. 
First National 
Clay County 


Merger 
Purchased 
Consolidation 


Monterey County Trust & Monterey County Title 
Savings 

Bank of Italy National Trust First National and San Pedro Merger 
& Savings Association Branch 


First National Bank of Eagle Red Cliff State Bank, Red- Taken over 
County cliff, Colo. 


First National Bank & Trust First National Title 
Co, 

Riggs National Farmers & Mechanics Na- Consolidation 
tional and Branches 


First Bank of Lake Worth First Bank & Trust Co. Succeeds 

Citizens & Southern National Exchange Bank Absorbed 
Farmers State Opheim State, Ophejm, Ill. Purchased 
Anderson Banking Co. Anderson Trust Co. Merger 


Noble County Bank & Trust Kendallville Trust & Savings Consolidation 


Co. _and Noble County 
First National Bank & Trust First National and First Trust Merger 
Co. & Savings 


First National 


Farmers& Merchants Savings Merger 
Iowa State Savings 


Farmers State Purchased 


Dallas County Savings 


Minburn Savings 
Mahaska County State 


; Merger 
Peoples Trust & Savings 


Consolidation 


Citizens State Citizens State, Buffalo, Kan. Succeeds 


Georges National Thomaston Savings Taken over 
Hagerstown Bank & Trust Co Hagerstown Bank, Hagers- Merger 
town Trust Co. and Mary- 
land Surety & Trust Co. 


Beacon Trust Co. 


Liberty Trust Co. Consolidation 
Needham National 


Needham National Bank for Succeeds 
Savings & Trusts 


Merchants & Miners State Savings Succeeds 
(Branch of Calumet, Mich ; 
Peoples Wayne County Rouge River Succeeds 


Polk County State 
Third Foshay State 
Nicollet State 
Nicollet County 


Farmers State, Climax, Minn Merger 

Gateway State Title 

Farmers & Merchants State Consolidation 

First State, Kasota, Minn. Consolidation 

Cahn Bank & Trust Co. Guaranty Bank & Trust Co. Merger 
and E. Cahn, Banker 


Cameron Trust Co. Kidder Bank, Kidder, Mo. Taken over 
Houstonia Bank Farmers Bank Taken over 
Fidelity National Bank & New England National Bank Merger 
Trust Co. & Trust Co. 
South Side National South Side Trust Co. and Consolidation 
Farmers & Merchants Tr. 


Co. 
First National First Savings Merger 
Farmers State Citizens National Purchased 
Ohiowa State Nebraska State Succeeds 
Farmers State Rising City Bank Consolidation 


First National Bank of Rocky First National and National Consolidation 
Mount Bank of Rocky Mount 


United Banking & Trust Co. Farmers Bank 


Taken over 
New Somerset Somerset Bank 


Succeeds 

First State First National Succeeds 

First State Farmers & Merchants Nat'l. Succeeds 

American Exchange Shidler National ‘ Succeeds 

Waurika National First National, Addington, Merger 
Okla. 

First National 


Clatskanie State Purchased 


Springs-First National First National and Springs Merger 
National 

Citizens Bank of Delaware 
County 

Citizens Bank and Palmertor Merger 
State 

City National Bank & Trust — Creek Title & Trust 
C ‘o. 

Industrial Trust, Title & Title 


Savings Co. 


Citizens Bank & Trust Co. Succeeds 


Citizens Bank & Trust Co. 


Merger 


oO. 
Industrial Trust Co. 


Rhode Island Hospital Trust Mechanics Savings Merger 
Co. 
First National City National Absorbed 


Farmers State Alma State, Alma, Texas Taken over 


Former NAME How CHANGED 


Surpius «& 


CaPITAL Paieete PRESIDENT CASHIER 


= $50,000 ron $20,025 J S. Moose Fred Spires 
302,800 298,250 A. C. Hughes R. F. Roberts 
50,000 10,240C. R. McCarthy J. D. Allen 
121,600 572,320 Daniel Hirsch W. F. MeFaul 
150,000 11,790 E. J. Bunker J. W. Horwell 
4,000,000 | 
175,000 61,3208. K. Jacobs" L. E. McCartney 
300,000 354,070 Herbert W. Fox H. F. McCormick 


200,000 122,795 Frank Ricksher Carl Danielson, 


Asst. Cashier 


15,000 53,060 N. P. Black W. L. Crumley 
260,000 85,900 H. S. Howard Ross Malcolm 
20,000 2,000 J. E. Ward Arthur Puckett 
55,000 34,890 R. O. Elliot L. S. Levensaler 
550,000 1,141,600 W. H. McCardell J. W. Ernst, Treas. 
‘"" "150,000, —-75,000.H. A. Carter Irwin J. Davis 
150,000 73,490 John R. Bodde Edw. T. McLachlan 
40,000 4,000 Chas. E. Kiewel Jas. M. Hanson 
100,000 29,000G. E. Rydell A. H. Timmerman 
25,000 47,000 Ed. H. Olson Ed. C. Johannes 
50,000 34,350 E. Cahn C. M. Lawrence 
gal 25,000, 32,199. E. Longan. iL. P. Welborn 
3,000,000 950,000 Lester W. Hall A. H. Smith 
600,000 435,750 A. C. F. Meyer Adolph Etling 
50,000 SRL Adve caceenke wus 
""15,000| 1,916 Earl H. Wilkins /M. L. Raiston 
30,000 7,500 D. J. Smith J. F. Bates 
262,500 137,500 Frank F. Fagan W. F. Parkerson 
eee: 25,000 «-10,000B. P. Walser  'R. F. Axline 
15,000 2,125 B. O. Sublett E. P. Hopkins 
15,000 2,690. P. A. Norris J. L. Cusenberg 
15,000 2,500 W. B. Gover Hal. Bobbitt 
100,000 85,000 W. A. Baird D. L. Mathews 
125,000 32,760 Fred. C. Hoopes _ Louis F. Powell 
110,000 128,490 Wm. C. Hooey J. W. Sparinsky 
1,125,000; 1,186,810C. E. Stauffer R. E. Aldrich 


500,000) 2,237,520J. E. Schneider C. A. Hoyer, Tr. 


50,000 
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NEW BANKS ORGANIZED OR REOPENED 


15 state banks organized—3 national banks organized—1 bank reopened 


If a bank has reopened under a new name, the record appears in the list of changes on the opposite page 


CaPITAL Surptius & Prorits PRESIDENT 


Strate & Town NaMeE or Bank 
Arizona 
Coolidge Arizona Southwest Bank 
(Branch of Tucson, Ariz.) 
Prescott First National Bank in Prescott $100,000 
California 
Fairfield Solano County 75,000 
Illinois 
Chicago Main State Bank, 2652 North Ave. 200,000 e 
(To open March 15, 1929) 
Moweaqua State Bank of Moweaqua 25,000 
Claypool Peoples Bank of Claypool 25,000 
Iowa 
Marengo Iowa County Savings 50,000 
Minnesota 
Ranier American State (Reopened) 15,000 
Missouri 
Normandy Normandy State 25,000 
New Jersey 
Woodridge Woodridge National 50,000 
(To open April 1, 1929) 
New York 
Mt. Vernon Fleetwood 200,000 
0 . 
Cleveland Spira State Bank, 2207 Ontario St. 200,000 
Toledo Industrial Bank of Toledo 150,000 
Toledo West Toledo National 200,000 
South Carolina . 
Dillon South Carolina Savings 
(Branch of Navy Yard, Charleston) 
Dillon The State 50,000 
Tennessee 
Clifton Clifton State 20,000 
Milledgeville Tri-County 10,000 
(To open Feb. 16, 1929) 
Texas 
Los Fresno Los Fresno State 


(Benito P. O.) 


Banks Reported Closed 


Florida 
Jennings—Bank of Jennings 
Tallahassee—Citizens 
Titusville—Indian River State 
Georgia 
Americus—Planters 
Byron—Farmers 
Culloden—Citizens Banking Co. 
Macon—Fourth National 
Metter—Bank of Metter 


Iowa 
Birmingham—Farmers Savings 
Douds—lIowa Savings 
Mareus—Mareus State (Liquidating) 
Mason City—Mason City Loan & Trust 

Co. 

Ute—State Savings 

Minnesota 
Afton—Citizens State 
Austin—Farmers & Merchants State 
Comstock—Comstock State 
Dilworth—Dilworth State 
Good Thunder—State Bank of Good 

Thunder 

Mentor—First State 
Moorhead—First & Moorhead National 
Pineereek—First State 

Missouri 
Auxrasse—Peoples 
Rushville—Farmers 
Sandyhook—Bank of Sandyhook 


Nebraska 

Boelus—Farmers State 
Geneva—Citizens State 
Hazard—Farmers State 
Oakdale—Antelope County 
Oakdale—Oakdale Bank 
Petersburg—Citizens State 
Petersburg—Farmers State 
Sterling—Farmers & Merchants 


North Dakota 
Bordulac—Bordulae State 
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E. M. Gibbs, Mar. 
B. Tilton 


$11,250 F. C. McInnis 
80,730 Josef Rusnak 
11,956 Herbert Mohler 
1,250 F. C. Tucker 
20,000 T. H. Malcolm 
D. J. McCarthy 
7,500 Wm. MacDonald 


Geo. P. Young 


W. W. Westall 


90,000 Henry Spira 
15,000 C. A. Mauk 

100,000 Jos. A. Yager 
10,106 R. 8S. Rogers 

, , Geo. W. Eaton 
2,000 J. H. Taylor 


NEW BANKS REPORTED IN PROCESS OF 


21 state banks—9 national banks 


CASHIER 


W. C. Evans 
J.C. McInnis 
Emil Herzog 
Paul W. Neff 

L. W. Caldwell 
R. R. Schroeder 
A. V. Larson 


Geo. D. Able 


Herman H. Kahrs, Jr. 
Sigmund Spira, Treas. 
C. V. Wolfe, Treas. 

J. D. St. John 

E. Roy Edwards 

F. M. Fitts 


E. B. Brewer 
L. L. Harwell 


s . . I i SURPLUS «& . — 
State & Town NAME OF BANK CAPITAL Pacers CoRRESPONDENT 
Alabama 
Mobile American Trust Co. 750,000 ...... . Frank Folmar of W. B. Folmar 
& Sons 
California , 
Santa Paula Citizens National 200,000 .. . A. L. Shively, Pres. 
Connecticut 
Bridgeport Guaranty Bank & Trust Co Pi ck ccnvadlxceccddceaxvackeceasasnens 
Illinois 
Chicago Labor Savings CO re Aer reer en re wren 
Chicago Rawson State 200,000 25,000 Craig B. Hazlewood, Pres. 
Chicago South Park National 200,000 ..........| Jesse Singa, 5922 South Pkwy. 
Indiana 
Butlerville Butlerville State DE a ao oo hha cadecdscceceuasnddssgutauunael 
Kansas | 
Jefferson | Bank of Jefferson Pan bce c cctnbcadieniedssdiacanesienennene 
Kentucky 
Hazard Peoples 25,000 BO oc kkdidcdadndvensnéecseateuan 
Massachusetts | 
Boston Banca Commerciale Italiana 
sk: . x + j+j|. Rcevedeavdsthascescsaselvestguneeeudceakegesetaauaniaual 
Boston Day Trust Co. I PE aN re EET 
Cohasset Cohasset National er ee Russell Dean, Box 462 
Uxbridge are =—ssh ec cccwwaulesane ae nctbucsdeeesensexectucgawee shane 
Watertown WE EEG = i Ld a casdenatieaccecenashindanenanesabaaaees ae mae hae 
Michigan 
Roseville Stephens National 150,000 50,000 Henry Stephens, Grosse Point, 
Mich. 
esota 
Middle River Farmers State SEs e'4 nc db th ccickdcuddatnecasdaessaaetee 
Missouri 
Normandy Bank of Normandy 25,000 7,500 Wm. McDonald, Pres. 
New Jersey 
Ridgewood West Side Trust Co. WIE 64K dein avdetetess+anekddnbancleeeee 
New York 
Cohoes Cohoes Trust Co. = _sif$sa....... gu leddncddsesbaneedudsedesecéaanabaseuuenean 
Lafargeville National Bank of Lafargeville ) EERE SEES Are rey 
New York City | Broadway National 2,000,000 750,000 Leonard L. Rothstein, 305 Broad- 
way 
Ohio 
Russell Tee (ti Bn bk i ween e Bacend 6 cased stddudeanskpaesseneeuneeaeel 
Oklahoma 
Devol First State 15,000 intcdajedbacescaecceackenenadl 
Oklahoma City (South Oklahoma National 100,000 Leon G. Voorhees 
Pennsylvania 
Uniontown een CO ON. os chase boweeca oda] epdccdadenns banaqukeuenaeeee 
West Reading West Reading Title & Trust! 
Co. Ss 6 64 neédocateaccenc cceencdcccaseeaeceaunes 
South Carolina 
Florence Federal Intermediate Credit |.......... cde chescalioccncesoeeneheactusamaaeee 
Lamar Lamar Peoples 25,000 5,000 B. S. Jasey, Pres.; W.J.DuBose, 
Texas i 
Austin Citizens Industrial SS 6 4.4 6 cadivitcacacvansedeeantaremeee ous 
Kermit Kermit National BAO ccccwcees Reuben R. R. Cook, 923 Lamar 





St., Wichita Falls, Tex. 





Flora—Flora State 
Kintyre—Security State 


MeHenry—Farmers & Merchants 


Milnor—Milnor National 


South Dakota 


Wakpala—Wakpala State 
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CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted Send cash with your order 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PRINTING 
Omaha Printing Company, 18th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 7*-12 ti. 











| Lia SAVINGS | 
___ ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms? 


Ask for Folder B. M. 


DAVENPORT-TAYLOR MFG. Co. 


412 Orleans St. 318 Little Bldg. 136 W. 43rdSt. 
CHICAGO BOSTON NEW YORE 








Downey Mechanical Coin Teller 
Sorts and Counts Mixed Coins 


Handling mixed 
coins is accurately 
and quickly done 

_ with the automa- 
tic action of this 
machine. 


Audits school 


savings, home 
banks, fractional 
deposits. 


10 Days’ Free Trial 


The C. L. Downey Company 
941 Clark St., Cincinnati, Ohio. 


Model rere z 
B-42 x 


Correspondents 


must be responsive, as 
well as responsible, if 
their service is to be truly 
satisfactory. 


THE MIDLAND BANK is 


both. Its facilities are 
complete, and the quality 
of its service has brought 
it THIRTY MILLIONS IN 
RESOURCES in seven 
years. 


MIDLAND 
BANK 


WILLIAMSON BUILDING 
CLEVELAND, OHIO 














Readers will confer a favor by mentioning THE FEBRUARY 








Leopold A. Chambliss 
Advanced 

At the recent 

the Fidelity 

New Jersey, 


organization meeting of 
Trust Co. of Newark, 
Leopold A. Chambliss, former- 
secretary and treasurer, 
made assistant vice president in charge of 


Union 


ly assistant was 
new business and advertising. 

Mr. Chambliss was one of the originators 
of personal solicitation for trust business. 
He organized the original trust new busi 
the Guaranty Trust Co. of 
New York and was for a number of years 
in charge of the work for that institution. 
Previous to that he was connected with the 
publicity department of the Guaranty 
Trust Co. and received his early training 
under Francis H. 


ness unit for 


Sisson. 


High Money Rates Likely 


To Continue 


‘*At present, owing in part to the in 
crease of rates in this country, gold exports 
have largely ceased and a survey of inter- 
national conditions shows that they are not 
likely to be immediately resumed,’ 
Frank O. Wetmore, chairman of the 
National Bank of Chicago. 

‘*On the other hand, there is nothing at 
all in the situation to make it likely that 
we shall have in the near future large im 
ports of gold into the country. It may, 
therefore, be taken for granted that for 
some months to come the present high rates 
for money will continue. There is every 
indication that in the earlier part of the 
year business will continue at a satisfac- 
tory volume and with adequate profits.’’ 


says 


First 


Franklin Trust Company 
Reduces Par Value of Stock 


The board of directors of the Franklin 
Trust Co. of Philadelphia recently voted 
to place before its stockholders a recom- 
mendation that the par value of stock be 
reduced from $100 to $10 per share. 

C. Addison Harris, Jr., president, when 
commenting on the proposed action, stated 
that the board’s action 
the present day 


line with 
make it 
possible for those of moderate means to 
invest in this form of security. 

The Franklin Trust Co. recently in- 
creased its capital and surplus to $10,250,- 
000 and now have resources of over $50,- 
000,000, 


was in 
tendencies to 


A report made by the U. S. Department 
of Commerce indicates that there is a pos- 
sibility that American banks are attempt- 
ing to get a foothold in Australia with the 
idea of establishing branches. There has 
naturally been opposition to the establish- 
ment of American branches heretofore, but 
the transactions in trade between the two 
countries have grown materially and the 
department’s report indicates that there 
likelihood now that some- 
thing of this nature will be done. Ameri- 
can bankers are establishing accounts in 
Australian banks, and this, the report 
states, is the first step toward the ultimate 
establishment of branches there. 


seems to be a 





INDEX TO 
ADVERTISERS 


Allyn & Co., A. C. ; 
American Express Co... . 
American Perforator Co 
Athey Co - 


Bankers Development Corp. 
Bell Telephone Securities Co. 


Cc 
Central Union Trust Co., New York 
Chicago Trust Co. erry 
Classified Advertiseme nts. 
Collins Service 
Continental Nat. Bank & Trust Co 


Cornell & Co 


, Chicago 
Back Cover 


Davenport-Ts ay) regent Co 
Downey Co., C 


Engineers National Bank, Cleveland 


F 
Farmers & Merchants Nat. Bank, Los Angeles. 
First National Bank, Boston. . 
Fritz-Cross Co. eS 
Fulton National Bank, Atlanta... 


G 
General Motors Accept. Corp. 
Georgia Marble Co. .. 


Guaranty Trust Co., New York. 


H 


Heco Envelope Co....... 


I 


Illinois Merchants Trust Co., Chicago 
International Harvester Co.......... 


Joyce Filing Co... 


Lacy Co., L. D.. . 
LaMonte & Son, Geo..... 


M 


Midland Bank, Cleveland........ 
Midland Bank, Ltd.......... 


N 


National Bank of Commerce, St. Louis........ 
National Bank of the Republic, Chicago.... . 
National Cash Register Co. Keakowaae 
National City Co... . 
National Park Bank, New York 
a al Safe & Lock Co. 

New York Title & Mortgage Co. 
New York Trust Co.. 


Rand MeNally & Co 
Remington Rand Business Service, Inc. . 
and Inside Back C evel 


Santa Fe Ry. 
Sargent & Greenleaf, Inc... .. 
Seaboard National Bank, New York, 


Inside Front Cover 
Shaw-Walker Co.. . : 29 
Smith Associates, Inc., T. Harris. . 
St. Louis Bank Bldg. & Equip. Co. 
State Bank of Chicago 


Tilghman Moyer Co. 
Todd Co. 


Union Trust Co. & National Bank of Commerce, 
Detroit 
Union Trust Co., 


Westminster Bank, Ltd 


Yale & Towne Mfg. Co 


, 1929 BANKERS MONTHLY when writing to our advertisers 





59 
38 
72 


42 


over 
69 





